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EB. BURR TELLS LAA GROUP: 





NEW YORK—The life insurance 
business and the securities business 


should stop. dis- 
paraging each 
other’s usefulness 


and should work 
toward the “mutu- 
al understanding 
that is essential 
if each is to gain 
the wide public 
support necessary 
to provide the 
thrift vehicles that 
must give the na- 
tion’s industry the 
new capital it re- 
quires to live and grow.” 

This course was urged by Edward 
B. Burr, executive vice-president of 
the One William Street Fund, chair- 
man of the insurance relations com- 
mittee of National Assn. of Invest- 
ment Companies, a CLU and former 
director of the Institute of Life In- 
surance educational division, in his 





Edward B. Burr 





Inflation’s Power 
Waning, Says Ecker; 
Sees Balance Ahead 


NEW YORK—“Creeping inflation” 
will soon be creeping more slowly and 
in a few years “we 
may anticipate a 
more balanced op- 


eration than we 
have had for many 
years,” President 


Frederic W. Ecker 
predicted at Met- 
ropolitan Life’s 
press conference 
announcing the re- 
sults of its 1958 op- 
erations, second in 








sales volume only 
to 1957. 
Mr. Ecker pointed out that until 


Frederic W. Ecker 








about a year and a half ago the coun- 
try’s productive capacity was straining 
to meet a combination of current de- 
mand plus the back-log of pent-up de- 
mand accumulated over many years. 
This backlog started in the depression 
when income was not enough to satis- 
fy needs and was boosted in World 
War II and the Korean war when 
Civilian goods production had to be 
curtailed. 

“This backlog has now been met,” 
Said Mr. Ecker, “and from here on we 
may anticipate a more balanced oper- 
ation than we have had for many 
years. 

“Tt would seem, therefore, that the 
most important factor at present is 
whether our federal government will 
continue its history of deficit spend- 
ing or will have the moral courage 
to keep its expenditures within its 
(CONTINUED ON PAGE 35) 


address at the meeting of the Gotham 
Group of Life Insurance Advertisers 
Assn. 

Mr. Burr listed some of the attacks 
being made by some on each side of 
the fence against what they consid- 
ered their competition and asked, 
“Doesn’t this kind of relationship invite 
another Armstrong investigation or 
another TNEC?” 

Mr. Burr’s committee works with a 
similar NALU committee, headed by 
Benjamin D. Salinger, general agent 
here for Mutual Benefit Life. Mr. 
Burr suggested an extension of this 
liaison to the home office side of life 
insurance, possibly through Institute 


Insurance-Mutual Funds Fighting 
Could Bring Another Investigation 


of Life Insurance or Life Insurance 
Assn., while the selling side of the 
securities business should be a party 
to a joint-industry program through 
National Assn. of Securities Dealers. 


Aim Should Be Educational 


“The aim of this program,” he said, 
“should be educational, to help each 
industry understand the other. Only 
from such mutual understanding, I 
believe, will we gain the wide public 
support we must have if we are to 
meet the greater responsibilities each 
of us has to provide the public with 
the thrift vehicles it needs and, by so 

(CONTINUED ON PAGE 24) 





TELLS SENATE COMMITTEE: 





Hulbert Fears Tax Bill Would 
Bring Treasury Into Regulation 


Commissioner Hulbert of Utah has 
asked that specific statutory language 
be inserted in the proposed life com- 
pany tax bill to insure that the right 
of state insurance commissioners to 
regulate reserves cannot be challenged 
by the Treasury Department. In a 
statement filed with the Senate finance 
committee, Commissioner Hulbert said 
the bill will repeal the McCarran act 
by implication and place the Treasury 
Department in a position of being a 
co-regulator of insurance unless it is 
made perfectly clear that the commis- 
sioner of internal revenue has no au- 
thority to question the existence of any 
reserve required by an insurance de- 
partment. Commissioner Hulbert’s 
statement follows in part: 

It is my understanding that, under 
the bill, companies are allowed a tax 
deduction for amounts required to 
maintain actuarial reserves. Such a 
provision is sound. However, I under- 
stand that amounts placed in other re- 
serves which are required by a state 
department of insurance may not be 
deductible. I think this is unfortunate 
and feel that the Senate finance com- 
mittee should correct this oversight. 

For example: Under Utah law, it is 
the duty of our department to assure 
the financial stability of life insurance 
companies operating within the bor- 
ders of our state. Our department re- 
quires the filing of annual reports re- 
flecting the operations and financial 
condition of each company. The report 
is a standard one and the form is en- 
dorsed and approved by the National 
Assn. of Insurance Commissioners. In 
order that policyholders may be fully 
protected, we find it necessary to in- 
sist that companies maintain reserves 
adequate to protect policyholders. The 
Utah law does not require companies 
to maintain any reserves whatsoever 
for annuities, disability benefits, or 
accidental death benefits. 

So these reserves which companies 
set up are not reserves required by 


law. Therefore a company would have 
to throw out these reserves in comput- 
ing their gains from operations for 
purposes of estimating their taxes un- 
der this bill. This would penalize a 
company for complying with a com- 
missioner’s order. These reserves are 
necessary for a sound company opera- 
tion. At present, I have a bill before 
our legislature, now in session, which 
would make these reserves required 
by law but whether or not this bill will 
become law is a moot question. 

I am confident that there are at 
least a half a dozen states that do not 
have statutes requiring reserves for 
these classes of insurance. Not all of 
these reserves are actuarial reserves. 
For example, a common reserve re- 
quired by my department is a security 
valuation reserve. This is a reserve 

(CONTINUED ON PAGE 28) 


ALC Urges Better 
Small-Company Tax 
Deduction In Bill 


Lloyd Asks Substantial 
Increase In Amount Above 
5% Permitted In Measure 


WASHINGTON,—More equitable 
federal tax treatment of the more than 
600 life companies 
with less than $5 
million of assets 
than that provided 
in pending legisla- 
tion was advocated 
by John A. Lloyd, 
president of Union 
Central Life, to the 


Senate finance 
committee. 
Speaking for 





American Life 
Convention at the 
direction of its 
president, Mr. Lloyd proposed on be- 
half of that organization that the small 
company deduction in the bill be in- 
creased substantially from the present 
5%, with the $25,000 ceiling in the bill 
maintained. 

Mr. Lloyd stated that “when today’s 
large companies were getting started, 
from 75 years to more than a cen- 
tury ago, there were no income taxes 
whatever and very little of any other 
kind of taxes. What we propose is that 
today’s beginners be given something 
of a break in their formative years so 
that they too, may have their chance 
to develop.” 


Means New Venture Capital 


Mr. Lloyd told the committee that 
new company formation “means new 
venture capital coming in to the econ- 
omy, new enterprises being developed 
which, in turn, will provide greater 
carrying power for the risk load of 

(CONTINUED ON PAGE 25) 


John A. Lloyd 





Being honored 
by Connecticut 
Mutual general 
agents during their 
annual conference 
at Hollywood, Fla., 
is Vincent B. Cof- 
fin, left, former 
senior vice-presi- 
dent of the compa- 
ny and now chan- 
cellor of the Uni- 
versity of Hart- 
ford. More than 
$5,000 was donated 
in Mr. Coffin’s 
name by the gen- 
eral agents to the 
newly estab- 
lished university. 
Presentation of an 
illuminated scroll 
announcing the 
gift was made by 
W. Ray Moss, 





Louisville, center. John M. Fraser, New York, gives Mr. Coffin a bound volume 
of personal letters from contributors to the fund. 
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Shanks Tells Senate Finance Committee: 





Fairness, Public Interest Demand 


Changes In Life Company Tax Bill 


WASHINGTON—Amendments to 
the life company income tax bill are 
required to make 
it more equitable, 
reasonable and in 
the public interest, 
Carrol M. Shanks, 
president of Pru- 


dential, told the 
Senate _ finance 
committee. 


Mr. Shanks spe- 
cified four areas of 
the legislation that 
he said call for 
amendment. These 
include the basis 
for computing taxable investment in- 
come under the bill’s first phase, the 
tax treatment of dividends to policy- 
holders under the second phase, treat- 
ment of insured pension funds, and 
the deduction allowed for group in- 
surance reserves. 

Taxable investment income, he said, 
is computed on an entirely artificial 
basis under the House bill. He told 
the committee: 

Investment Income Basis ‘Artificial’ 


“Any method which relates the pol- 
icy reserve deduction to the rate of 
interest assumed by a company in 
calculating its policy reserves, or even 
the industry average, is unsound. All 





Carrol M. Shanks 


such methods penalize the conserva- 
tive company. Greater equity could be 
secured if the deduction rate as spe- 
cified in the bill is replaced with the 
individual company average earned 
interest rate for the most recent five 
years, and by using this same rate 
for adjusting the reserves. Doing this 
would put all companies on a sounder 
basis for the tax computation in phase 
1, and it would eliminate any incentive 
for any company to weaken its reserve 
structure in the future.” 

Mr. Shanks explained that under 
the bill virtually all mutual companies 
would pay, in effect, a 52% tax on 
most of their dividends to policyhold- 
ers. This would result, he said, be- 
cause the tax formula disallows any 
price adjustments paid to policyhold- 
ers as dividends which would reduce 
the computation of net operating gain 
below the amount of taxable invest- 
ment income. 


Effect On Prudential 


“In the case of the Prudential,” he 
continued, “our taxable investment in- 
come in 1958 under phase 1 of this 
new bill was $130.7 million. Our gain 
from operations in phase 2 before fed- 
eral income tax and_ policyholder- 
price-adjustments, was $388 million. 
In 1958, our ‘dividends to policyhold- 

(CONTINUED ON PAGE 33) 





Bill Giving Debit 
Agents Tax Equity 


Introduced In House 


WASHINGTON—A bill to give deb- 
it agents recognition as outside sales- 
men under the internal revenue code 
has been introduced in the House at 
the request of National Assn. of Life 
Underwriters by Rep. Frank Ikard of 
Wichita Falls, Tex., a member of the 
House ways and means committee. 


Business Expenses Deductible 


The bill provides that debit agents 
will be permitted to deduct all of 
their business expenses from gross 
income just as other outside salesmen 
and self-employed individuals are now 
permitted to do. 

Commenting on the introduction of 
the bill, John Z. Schneider, Connecti- 
cut General, Baltimore, NALU trustee 
ane chairman of the _ association’s 
committee on federal law and legisla- 
tion, said, “The Internal Revenue 
Service has ruled that debit ents 
are not ‘outside salesmen’ within the 
meaning of code section 62(2)(D). 
As a result, there are a number of 
business expenses which such agents 
can deduct only from adjusted gross 
income rather than from gross income. 
In order to do this, however, they 
must forego the right to take the 10% 
standard deduction from adjusted 
gross income. In many cases this 
means that debit agents are in effect 
unfairly denied the full benefit of 
their business expense deductions. 
The bill would remove this unjust dis- 
crimination against debit agents and 
result in fair tax treatment for them.” 

Mr. Schneider pointed out that 
NALU had tried to get this type of 
tax relief for debit agents in various 
other ways for the past several years. 


Continental Casualty 
Hits Snag In N. Y. 
With Creditor A&S 


NEW YORK—Attorney-General 
Lefkowitz of New York has obtained a 
state supreme court order directing 
Continental Casualty to show cause 
why it should not be prevented from 
selling A&S to borrowers without first 
obtaining approval from the insurance 
superintendent. He alleged the com- 
pany has been violating a 1958 amend- 
men to the insurance law which re- 
quires obtaining approval of forms and 
premium rates for credit insurance. 


Thacher Issues Affidavit 


Superintendent Thacher said in an 
affidavit filed in court that creditors 
have been able “to dictate the debtor’s 
choice of insurance coverage, premium 
rates, insurer and agent.” He said this 
led to issuance of credit coverage in 
“excessive amouns and at excessive 
rates of premium bearing no reason- 
able relation to the benefits to be de- 
rived.” He said also that it led to “‘co- 
ercion and intimidation to force such 
insurance upon the debtor and avoid- 
ance of claims by failure to furnish 
the debtor with evidence of his cov- 
erage.” 





He added that it was his conviction 
that the Ikard bill would result in 
only a “relatively insignificant loss in 
tax revenue at the outside. At the 
same time it would mean that debit 
agents would no longer be treated as 
second-class taxpayers.” 

Mr. Schneider concluded by saying 
that he had been advised by NALU 
headquarters that Rep. Curtis of 
Missouri had also agreed to introduce 
an identical bill in the very near 
future. 


Republic National 
Elevates Oakes 


Barry L. Oakes, senior vice-president 
and general counsel of Republic Na- 


tional Life, has 


been promoted to 
Barry L. Oakes 





administra- 
tive vice-president 
and general coun- 
sel. He has been 
with the company 
since 1957, and 
prior to that was 
with Bankers Life 
of Iowa for 12 
years as associate 
counsel. Mr. Oakes 
has also been with 
the Federal Bu- 
reau of Investigation. 

Sam G. Winstead of the law firm of 
Jackson, Walker, Winstead, Cantwell 
& Miller was elected to the board. 

Theo. P. Beasley, president and 
chairman, reported to stockholders 
that life insurance in force had reached 
$2 billion. At year end the figure stood 
at $1,952,915,513, a gain of $371,374,304. 
New business in 1958 amounted to 
$676,725,817. A&S premium income 
amounted to $12,793,955, an increase of 
$3,163,461. Total income was $37,776,- 
633, up 25.5%. During the year, $1,- 
020,765 was added to capital and sur- 
plus. 


ALC 1958 Proceedings In Print 

The proceedings of the 1958 annual 
meeting of American Life Convention 
are off press. The volume includes gen- 
eral and executive sessions, as well as 
those of the agency, financial and com- 
bination companies sections. 





New Iowa Commissioner 


Gov. Loveless of Iowa has ap- 
pointed William E. Timmons, 34 
year old Dubuque attorney, as in- 
surance commissioner. He succeeds 
Oliver P. Bennett, a Republican who 
has served under the Democrats by 
means of a lame duck appointment 
and confirmation. 
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Four Changes In Tax 
Bill Urged By Mutual 
Insurers Committee 


WASHINGTON—Four amendments 
to the pending life company income 
tax bill were urged 
by Vice-president 
Robert E. Slater of 
John Hancock jp 
his testimony be. 
fore the Senate fj. 
nance committee 
in behalf of the 
Temporary Com- 
mittee on the Tax. 
ation of Mutual 
Life Insurance 
Companies. 

1. Use of the 5. 
year company ay- 
erage recommended by other witnesses 
is essential, in the opinion of the m- 
tual group. 

2. The bill does not permit any re- 
duction in the tax for mutual com- 
panies when the gain from operations 
is less than the taxable investment 
income. Failure to allow such a de- 
duction results in an excessive tax and 
a discrimination against participating 
policyholders. 





Robert E. Slater 


Purpose Of Limitation 


The purpose of the limitation is saij 
to be to prevent mutual companies 
from deriving an undue tax or compe- 
titive advantage by deducting policy 
dividends. But, said Mr. Slater, even 
with a 100% deduction, instead of the 
recommended 50%, mutual companies 
would not derive any competitive ad- 
vantage because to derive a tax ad- 
vantage a company would have to sell 


at less than cost—and it could not stay | 


in business long if it did that. 

3. To put insured pension plans on 
all fours with trusteed plans the bill 
should (1) include all qualified pen- 
sion plans by broadening the defini- 
tions; (2) exempt from taxation all 
investment income allocated to the 

(CONTINUED ON PAGE 35) 





Mutual Of Omaha Marks 50th Birthday With 
Announcement Of Over-65 Hospital Coverage 


Hospital-surgical insurance for per- 
sons over 65 has been made available 
nationally by Mutual Benefit H.&A. 

Announcement of this action was 
made at a celebration in Omaha mark- 
ing the company’s 50th anniversary. 
At the moment President V. J. Skutt 
disclosed the plan, it had been ap- 
proved by 40 states, with favorable 
decisions expected in the others in the 
near future. 

Persons over 65 in each state will 
be considered part of a_ state-wide 
group. Coverage will be available at a 
premium of $8.50 a month to all per- 
sons regardless of current health and 
without medical examination or ques- 
tions during an enrollment period 
which began March 6 and ends April 
6. All policies will be issued April, 15. 

Mutual of Omaha will pay benefits 
for hospitalization, convalescent nurs- 
ing home care, surgery and miscella- 
neous hospital expense. There is no 
maximum age limit. 

Policies cannot be cancelled or pre- 
miums raised unless similar action is 
taken on all policies in effect in the 


state. There is no waiting period for 
accidents or sickness originating after 
the date of the policies. For sickness 
originating prior to policy date, bene- 
fits are payable after a six-month 
waiting period, and there is a like 
waiting period for accidents occurring 
prior to policy date. 

Benefits are up to $10 a day for up 
to 60 days of hospitalization; up to $5 
a day for as many as 55 days in a 
nursing home after five days of hos- 
pitalization, but not to exceed 60 days 
of hospital-convalescent or nursing 
home benefits; up to $1,000 for hospital 
miscellaneous benefits with the in- 
sured being a 20% coinsurer after a 
$100 deductible, and surgery is covered 
under a schedule. 

There have been entries into the 
old-age hospital field by other compa- 
nies, but on a limited area basis. Mu- 
tual of Omaha has had a modification 
of the newly-announced plan in effect 
in five states for some time as an eX- 
periment. The company’s new “Senior 
Security Plan” is the first on a national 
scale. 
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Good Insurance-Paper Publicity 
Can Aid Intra-Industry PR Aims 


The following is the second portion 
of an article written for the Life In- 
surance Advertisers Assn.’s_ recently 
published book, “Public Relations for 
Life Insurance Companies,” which 
carried the article in condensed form. 
it gives specific pointers on how to 
use insurance-newspaper publicity so 
as to further a company’s intra-in- 
dustry public relations aims. 


By ROBERT B. MITCHELL 


Let’s take first the coverage of 
speakers, home office and fieid. Look 
over the insurance papers you’d like 
to get publicity in. See what kinds of 
material seem to get the best play in 
the best edited papers. Talk or write 
to your speaker well in advance of his 
talk and try for a complete manuscript 
of what he will say. If you can’t get 
it, find out the main points he’ll cover, 
then get him to elaborate the most 
newsworthy points—newsworthy from 
the paper’s point of view, that is—and 


base your release on what he gives 
you. 

If you get a full manuscript it'll be 
easy to pull out the most newsworthy 
stuff and build your release on that. 
Let it run as full as you think there’s 
any chance of being used, but follow 
the classic “inverted pyramid’ pat- 
tern so that the story can be cut from 
the bottom and still retain the main 
points you think are the most likely to 
get favorable treatment. 


May Be Too ‘Inspirational’ 


But suppose the talk is so dull, so 
“inspirational” or so technical that 
you’re sure no editor will want to use 
anything whatever out of it? What do 
you do then? You get the speaker to 
include two or three interesting para- 
graphs with the specific aim of having 
them quoted in the trade press—per- 
haps in the daily papers, too. Explain 
the facts of business-paper life to your 
speaker. Point out that no paper will 
use his talk verbatim. Probably all 
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they’d use on it, at most, would be a 
few paragraphs—provided they could 
find that much that seemed worth 
their readers’ time. 

Then base your news release solely 
on those paragraphs you’ve incorpo- 
rated in your speaker’s talk. The stuff 
that you’ve beamed to the trade press 
readers will usually be germane to 
the speaker’s topic but that isn’t es- 
sential, as long as it isn’t too obviously 
dragged in by the heels. 


Might Suggest A Solution 


This publicity-worthy material can 
be a prediction, a warning, an opinion 
—in fact, almost any kind of comment 
that has an interesting bearing on 
some current situation or problem. It 
could well be a suggested solution to 
a problem in the business. It could be 
a statement of your company’s posi- 
tion on some controversial issue. May- 
be others have taken the same position 
but if not too many have uttered the 
same opinion, it may well be news- 
worthy that your company has come 
out on whatever side it is espousing. 

There is nothing theoretical about 
this system of deliberately including 
a newsworthy nugget in a talk other- 
wise perhaps over-technical for the 
average insurance reader. Some speak- 
ers do it consciously and get excellent 
results. I once complimented a home 
office counsel on a timely bit of com- 
ment in his talk, most of which was 
technically beyond anybody but an- 
other lawyer. He told me he delib- 
erately planted it. He knew that at 
best he’d be listed as one who “also 
spoke” if he didn’t include something 
that the gentlemen of the press could 
latch on to. 


No Danger Of Overloading 


Don’t be afraid of overloading trade 
paper editors with material of this 
kind. We’re always on the lookout for 
lively utterances. Don’t worry if it’s 
controversial. A good, brisk contro- 
versy hurts no one, and it’s a fine 
way of clearing away a lot of the fuzzy 
thinking that prevails when important 
people in the business get too diffident 
about sticking their necks out. 

This may sound like a counsel of 
“Let’s you and him fight,” but the 
trend in recent years has been in- 
creasingly toward frank and open dis- 
cussion of important and controversial 
issues in the business. After all, the 
presidents of the two largest life com- 
panies have publicly expressed com- 
pletely differing views on the variable 
annuity, with no worse results than 
each of them gaining increased respect 
for having the courage to come out 
openly in defense of his convictions. 


How A Paper Operates 


When you’re dealing with insurance 
paper editors, you can make your 
work—and theirs—a lot easier if you 
understand how an insurance paper 
operates, what its problems are and 
what it can reasonably be expected 
to do for your company. Almost with- 
out exception, the PR departments that 
get the best results in insurance paper 
publicity are those that have a good 
working knowledge of how the insur- 
ance papers operate. Yet in many ex- 
cellent companies the PR department 
seems to have no awareness whatever 
of this. They throw away many op- 
portunities for insurance paper pub- 
licity. : 

What an insurance paper prints may 
at times seem to be selected without 
rhyme or reason. So it may seem to 
you to be useless to do more than just 
fix up your releases, send them in, and 
hope that the editor is feeling good 
that day. Actually, the editor or some 

(CONTINUED ON PAGE 32) 
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Kenneth Black Named 
CLU Journal Editor 


Kenneth Black Jr., chairman of the 
insurance department of Georgia Stat, 
College of business aaa 
administration, has “7 
been appointed ed- 
itor of the CLU 
Journal, succeed- 
ing J. Harry Wood, 
who recently was 
named managing 
director of LIAMA. 

Mr. Black is co- 
author with Dr. S. 
S. Huebner of two 
books, “Property 
Insurance” and 
“Life Insurance.” 
He is also author of “Group Annuities” 
and an editor of insurance books for 
Appleton-Century-Crofts, Inc. 

Mr. Black, who is a CLU, is a mem. 
ber of the national grading panel for 
CLU examinations and a teacher of 
CLU courses. Last year he was awardei 
the Paul Speicher CLU Institute schol. 
arship. 

Mr. Wood has been editor of the 
Journal since 1951 and will terminate 
his responsibilities with the summe 
issue. Mr. Black will take over as editor 
with the fall issue. 


Minibus, For NALU 


Trustee Requested 


The National Assn. of Life Under- 
writers committee on nominations, in 
a letter to presidents and _ national 





Kenneth Black Jr, 





committeemen of state and local as- 


sociations, has asked for assistance in | 


getting top-grade material to be nom- 
inated for the office of trustee of 
the national association. 

“You may know a devoted life un- 
derwriter who should be considered 
for this most important job,” the letter 
said. “The ideal candidate would be 
one who has taken an active part in 
association affairs, understands the 
many problems of our business and 
desires to help solve them, has imag- 
ination as well as a sound analytical 
mind and will work harmoniously with | 
other trustees for a constructive as- 
sociation program. 

“Wherever possible, we would pre- 
fer producing agents. We would also 
like to have some representatives of 
combination companies presented for 
our consideration. However, do not let 
either request stand in the way of 
your recommending any worthy gen- 


eesti 





eral agent or manager of any company. 

“The committee believes your sug- © 
gested candidate should also have 
served in association offices at both 
local and state levels, assuming that 
you have a state association.” : 

The letter asked that nominating 
forms be sent to Committee Chairman 
Philip A. Hoche, Kansas City Life, 
Box 6606, Orlando, Fla. It also asked 
that copies of resolutions of endorse- 
ment be sent to Mr. Hoche and to 
other committee members—Edward L. 
Allison, Northwestern Mutual, 921 
McBirney Building, Tulsa 3, Okla. 
Nell F. Burns, New England Life, 2117- 
8th Ave. S., Birmingham 3, Ala.; Gor- 
don V. Hockaday, Equitable Society, 
Sherwood Building, Spokane 1, Wash. 
and Frank W. Howland, Massachusetts 
Mutual, 1680 National Bank Building, 
Detroit, 26, Mich. 


United Benefit Life of Omaha has 
elected two new directors, Gale © 
Davis and Frank J. Hogan. Mr. Davis 
has been with the organization since 
1932, and Mr. Hogan since 1956. 
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1958 1957 1958 1957 

New New Insurance Insurance 

— Business In Force In Force 
Acacia Mutual 191,976,390 187,033,915 99,783,351 95,187,211 
American United Life... 309,425,817 261,091,311 184,445,263 161,135,839 
Bankers L.&C. 139,414,616 161,136,567 8,375,658 77,924,705 
Berkshire Life 61,306,713' 61,162,557 20,485,403 31,432,940 
Central Life Of Iowa .... 80,382,862? 66,416,218 39,155,837 34,682,756 
Commonwealth Life .- 203,522,053 208,432,569 73,439,950 192,854 
Connecticut General ... .. 1,007,160,098 970,001,226 387,652,005 988,231,071 
Connecticut Mutual ....... . 541,015,174 460,495,577 321,079,349 282,188,226 
Crown Life 353,701,561 328,756,612 237,151,811 229,091,159 
Mutual 115,652,115 99,653, 570,177,984 727,350,376 
Fidelity Mutual Life .......ssssesssneesene 130,107,975 124,395,425 73,092,090 76,609,254 
Great Southern Life ...........cccsesseecsneees 121,027,116 120,767,308 56,384,263 57,185,046 
Home Life 251,854,265 232,217,082 148,865,494 140,886,229 
Independent LSA. ncceececseessecseesseeenecenes 726,428,086 626,126,698 96,023,643 88,487,565 
Liberty Life . 260,231,304 196,434,626 139,879,910 74,945,545 
Liberty National Life ... 398,054,002 152,328,966 168,113,588 
Life of Georgia ................. 788, 453,021,759 116,731,435 112,194,621 
Lincoln National Life 1,354,810,302 448,970,054 710,440, 106 
Manhattan Life 247,601,036 140,740,312 184,388,901 
Mass. Savings Bank Life 50,957,700 33,765,390 42,395,078 
Mutual Benefit Life .... 343,717,791 216,604,753 
Mutual Life of Canada .... 243,312,187 231,522,333 
National L.&A. 864,602 371,727,932 
Nationwide Life 170,570,761 154,370,902 
New England Life ......ccecsessessseseeseesneess 520,606,835 573,234,914 
North American Re ...... 103,766,129 154,633,726 
Northeastern Life, N.Y. .........:ssseseseseeseees 68, 15,218,172 58,784,758 
Northwestern Mutual Life .................... 780,625,885 793,659,131 440,798,281 493,229,734 
Old Republic Life... 2,362,985,8057 2,420,947,923 55,765,118 93,091,361 
Paul Revere Life 128,617,421 128,156,805 68,949,043 76,647,067 
Peoples Life of D.C. ......... siassnissicataiacatesee 149,591,242 162,278,464 37,432,197 346,226 
Provident L.&A. 364,343,421 271,115,254 201,931,160 207,440,337 
Security L.&A. 109,716,695 112,746,912 61,413,469 775,068 
Security Mutual of N.Y. ....cccseeseseees 46,924,1289 43,086,229 9,439,572 —36,043,014 
Sh doah Life 36,912,441 24,650,298 11,127,798 3 
State Mutual Life 7,667,663 281,954,966 200,740,248 141,008,795 
Sun Life of Maryland 7 97,989,995 34,759,037 38.367,064 
Travelers 1,538,987,072 2,977,543,299 1,346,001,126 2,983,866,012 
Union Labor Life 315,269,886:9 109,076,969 74,918,355 76,646,167 


New business figures include the following amounts of revivals and increases for 1958 and 
1957, respectively: 1$814,653 and $191,034; 2$3,044,168 and $1,763,321; °56,539,504 and $44,859,899; 
117,050 and $46,462,562; °$57,722,888 and $61,141,038; °$65,566,778 and $47,494,192; 7$8,844,531; 


s$03,030'572 and $23,882,534; $3,743,607 and $1,838,633; and '%$210,822,566 and $61,914,134. 





Berkshire Life Fetes 
Wolfson, O’Brien At 
President's Dinner 


S. Samuel Wolfson, general agent 
at New York, and James B. O’Brien 
Sr., founder of the Albany agency, 
were honored at Berkshire Life’s pres- 
ident’s dinner during the annual gen- 
eral agents conference at Pittsfield, 
Mass. : 

W. Rankin Furey, president, pre- 
sented Messrs. Wolfson and O’Brien 
with bronze replicas of trophies origi- 
nated by them as awards for Berk- 
shire’s two annual sales campaigns, 
May Loyalty and Berkshire Boosters. 
Mr. Wolfson, whose resignation fron 
Berkshire was announced in February, 
is not retiring from business, but wil 
remain active in some phase of life 
insurance. 

In paying tribute to both men, Mr. 
Furey pointed out that during a period 
of about 20 years when he—a former 
agent at Pittsburgh-and the two guests 
were active in field management to- 


gether, their three agencies were re- 
sponsible for about 40% of Berkshire’s 
total annual production. He estimated 
that collectively they increased the 
company’s paid production by more 
than $300 million. 


Leading Agency Awards 


Berkshire leading agency awards 
were presented during the dinner. The 
policyholders service trophy was 
awarded to Jack C. Harper, general 
agent at Wichita, and three outstand- 
ing agency awards for high perform- 
ance in all phases of agency operation 
went to Hilliard N. Rentner, New 
York; George N. Matthews, Buffalo, 
and Gerald Westreich, New York. 

Guest speaker at the dinner was 
Ralph G. Engelsman, co-editor of 
Probe. 





Merchants & Farmers Mutual Fire 
and Guarantee Mutual Fire of Spring- 
field, O. have moved to new quarters. 
They will rent space in State Mutual 
Life’s building, the life company with 
which both are affiliated. 








O’Brien Jr., 





A part of Berk- 
shire Life’s past, 
present and future 
pose for a family 
portrait at the 
president’s dinner 
during annual 
general agents 
conference at 
Pittsfield, Mass. 
Seated, from left, 
S. Samuel Wolfson, 
general agent at 
New York who has 
resigned but will 
remain active in 
some phase of life 
insurance; W. 
Rankin Furey, 
President, and 
James B. O’Brien 
Sr., founder of the 
Albany agency. 
Standing, from 
left, James B. 


who has assumed active management of the Albany agency; 
N. Rentner, son-in-law of Mr. 


Wolfson, who heads Berkshire’s New 


York agency; William R. Tooker, general agent at Washington D. C., and 


nephew of Mr. Furey; 


Milton Rifkin, general agent at New York and nephew 


of Mr. Wolfson, and William M. Furey, Mr. Furey’s son and fifth member of the 


family to head the Pittsburgh agency. 
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AMA Reports Progress Northwest Sales Parley 


In Voluntary Health 
Plans For Over 65 


American Medical Assn., in a letter 
to Rep. Mills, chairman of the House 
ways and means committee, said that 
AMA is making “solid progress” in its 
effort to improve health care for the 
aged. 

The letter from Dr. Leonard W. 
Larson, chairman of AMA, which in 
effect is an answer to proponents of 
extending social security benefits to 
include health care programs for per- 
sons 65 and over, said that develop- 
ment of new insurance programs and 
expansion of existing lower cost cover- 
ages for the aged is moving forward 
“faster than many of us would have 
dared hope only a few months ago.” 

Dr. Larson also reported that the 
recent AMA resolution urging physi- 
cians to work with insurance compan- 
ies and prepayment plans to speed 
development of effective voluntary 
health plans for the older citizen with 
limited means was being acted on 
promptly and decisively by local and 
state medical societies. The resolution 
also urged doctors to accept a level of 


one of the 


best 


To Be Held At Spokane, 
Seattle and Portland 


Sponsored by Washington State and 
Portland Life Underwriters Assns., the 
annual northwest sales congress will 
be duplicated in three cities. 

The congress will meet in Spokane, 
April 6, at the Davenport Hotel; Se- 
attle, April 7, Orpheum Theatre, and 
Portland, April 8, Multnomah Hotel. 

Speakers at all three meetings will 
be Kenneth Anderson, vice-president 
and editor Research & Review Service; 
Harold Nutt, director Purdue Institute; 
Grant Taggart, Cal-Western States 
Life, and Rev. “Bob” Richards, well- 
known Olympic pole vaulter. x 
V 

Directors of Peoples Life will rec- 
ommend a 1634% stock dividend and 
transfer of $500,000 surplus to capital, 
at a shareholders meeting scheduled 
for March 19. 





compensation for services to the aged 
which permit development of cover- 
ages for this group at reduced premi- 
um rates. : 





nd. ofthe =: 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on ali plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that's 
making “One of the Best” one of the busiest, too! 
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eNATIONAL UNDERWRITER 


Victor Goldberg's Anti-Mutual Funds 
Speech Arouses Widespread Interest 


NEW YORK—tThe talk that Victor 
R. Goldberg, general agent of Mutual 
Benefit Life at Hempstead, N. Y., gave 
on “The Negative Aspects of Mutual 
Funds” before the New York City Life 
Underwriters Assn., Jan. 8, has ex- 
cited widespread interest, indicating 
that the problem of competition from 
mutual fund salesmen is by no means 
limited to the east. 

Congratulatory letters and requests 


for copies have come in not only from 
New York, where mutual fund com- 
petition is assumed to be keenest, but 
also from Beaumont, Tex.; Philadel- 
phia; Birmingham, Ala.; Boston; Seat- 
tle; Oklahoma City; Washington, D.C.; 
San Mateo, Cal.; Williamsport, Pa.; 
Montgomery, Ala.; Columbus, O.; Mil- 
waukee; Oak Park, II1l.; San Francisco; 
Newton Centre, Mass.; San Diego, 
Cal: Indianapolis; Syracuse; Los An- 
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geles; Cincinnati; Witchita, Kan.; Long 
Beach, Cal.; and Garden City, N. Y. 

One letter, from Thomas W. Gal- 
lagher, manager of New York Life at 
Bronx, N. Y., written before the New 
York talk, told Mr. Goldberg how a 
tape recording of his talk, delivered 
at an earlier meeting, had been used 
to save a sale. An excerpt from the 
letter follows: 

“Here’s a story of where you helped 
on mutual funds. You will recall that 
Ed Hesse of Knickerbocker branch 
made a tape of your talk at the (New 
York Life) New York City general 


managers’ meeting. Our agency ip. 
structor, Jerry Pickover, went down 
and re-recorded that on our tape ma- 
chine. Following that, we had a meet. 
ing attended by about 15 of our fe). 
lows who were running into mutua) 
funds competition. They thought your 
talk was tremendous and are looking 
forward to hearing you in person a 
the Life Underwriters meeting on Jan. 
uary 8th. 

“That’s not the story, however. Two 
of the younger men from our class of 
1957 had solicited a doctor and haq 
sold her $30,000 of our new Assureg 
















Accumulator policy with a $1,000 an- 
nual premium. The policy was issued 
but in the meantime a very glib mu. 
tual fund salesman had come into the 
picture and had disturbed her no eng, 
Upon attempting to deliver their pol- 
icy, our agents ran into real difficulty 
and while they used as much of the 
material from your talk as they could 
it didn’t do the job. They then sug. 
gested that they bring the tape to the 
doctor’s office after hours and let her 
hear it. She listened to the talk (un- 
expurgated edition) and enjoyed it 
and, more important, decided to take 
the New York Life policy. Our agents 
returned the tape the next day and 
turned in the premium to the office 
manager. 


Competition Growing 


“The paid business, the commissions 
and the thrill of a sale are wonderful, 
but they’re less important honestly 
than the strength that you have given 
to these young men and to others in 
the branch through your effective de- 


in his terri- bunking of mutual funds.” 
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The agency, which has been work- 
ing with life company accounts for 
only four years, offers among its spe- 
cialized services for life insurance 
management custom design and pro- 
duction of visual sales kits and re- 
cruiting aids; custom production of 
film strips; design, layout and produc- 
tion of rate books and rate manuals, 
and mechanical design and production 
of special policy systems, including 
printed non-forfeiture inserts. 
Duncan & Copeland, instead of 
handling any life clients.on an eX- 
clusive agency basis collaborates with 
a life client’s regular agency or works 
directly ‘with the client’s advertising, 
agency or actuarial departments. 
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nian There’s never been a better time to talk with your clients and prospects about 


honestly bringing their life insurance in line with the standard of living they want for their 
lost families tomorrow. 
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Here are two solid reasons why . . . reasons that will help you sell more life insurance 
m Long and increase your commission dollars. 

\ctually, 
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pts pa First, Travelers lowers rates on most forms. . . offers new contracts... and 


urselves , even more favorable rates for women. 
the in- 
Ss Second, Travelers gives new More-for-Less discounts. The more Travelers 


ear life insurance your client buys the less each dollar’s worth costs him. His cost per 


a lot of thousand goes down in a continuous sliding scale as the amount of insurance increases. 
ae So he can buy exactly the amount of insurance he needs and enjoy a maximum dis- 
have a count of every dollar’s worth. 

yailable. 


"e pis The new M-f-L plan starts with policies of $2,500. New rates and the M-f-L dis- 
. pe, ; count are not available as yet in Canada. In Kansas rates vary as required by state 
opagan- | regulations. 
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Get full details on The Travelers new Life program. Call the nearest branch office 
or general agency. Or send the coupon for information. 
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Perry T. Carter, Vice President 

Life, Accident and Health Agency Department 
ONE OF THE LEADING LIFE INSURANCE COMPANIES The Travelers, Hartford 15, Connecticut 

I’m interested in learning more about The ‘Travelers new Life 


o ae program featuring More-for-Less discounts. 
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United Benefit Life 
Revamps Policies, 
Rate Structure 


United Benefit Life has completely 
modernized its rate and policy struc- 
ture, according to President N. M. 
Longworth. Changes include a new 
rate manual using the ‘“cheaper-by- 
the-dozen” discount plan (basic re- 
duction in premium on larger amounts 
of cover), a guaranteed insurability 
benefit on certain plans, an extended 
line of mortgage protection coverage 
and automatic inclusion of waiver of 
premium clauses on all adult policy 
forms. 

The guaranteed insurability clause 
may be added to all plans except term 
and endowments maturing before age 
40 with a maximum of $10,000 face 
amount. 

In the mortage protection field the 
company is offering a more complete 
line than previously available. The 
extension of present lines includes 
plans issued as separate policies which 
provide an income until the end of a 
specified period. In a related field, 
the company also introduced an in- 
creasing term plan as a return-of- 
premium benefit. 

A majority of all changes were ef- 
fective Jan. 1 in most states. 


Edmund C. Cooke Named 


California Commissioner 

Edmund C. Cooke, Los Angeles in- 
surance attorney and company coun- 
sel, has been appointed California 
commissioner by Gov. Brown. Often 
mentioned as a favored possibility, Mr. 
Cooke was Gov. Brown’s campaign 
manager in southern California. He 
succeeds F. Britton McConnell. 

Postal Life has elected Robert S. 
Solinsky, chairman of National Can 
Corp., a trustee. 


FeNATIONAL UNDERWRITER 


Decries Industry 
Average In Phase | 
Of House Tax Bill 


WASHINGTON—The general pat- 
tern of the House bill to tax the income 
of life companies is 
probably the most 
acceptable to the 
companies as a 
reasonably equita- 
ble method, but 
several amend- 
ments are required 
to correct some in- 
equities and to re- 
duce the burden- 
some increase in 
taxes, Henry S. 
Beers, president of 
Aetna Life, told 
the Senate finance committee. 

Discussing the over-all structure of 
the bill, Mr. Beers said: 

“My own ultimate acceptance of the 
general pattern of HR 4245 is not due 
merely to the practical consideration 
that some adjustments in specific fac- 
tors can make the tax yield come out 
at about the right amount. I am im- 
pressed, and pretty well convinced, by 
the philosophy of the three-phase ap- 
proach as explained in the House ways 
and means committee report. . . .” 


Catches Untaxed Profits 


“The proper purpose of phase 3 of 
the bill is to see that no untaxed profits 
go to stockhoders. The proper purpose 
of phase 2 is to permit and encourage 
the building up, before taxes, of appro- 
priate funds, in addition to actuarial 
reserves, for the long-term protection 
of a company’s ability to make good on 
its policies’ promises.” 

However, Mr. Beers said, the first 
phase—dealing with the computation 
of net investment income—requires 
amendment, since the bill uses an ar- 
tificial mean earnings rate for the de- 


é i 
Henry S. Beers 





termination of the investment income 
reserve deduction. 

“The use of an average industry rate 
is reminiscent of one of the most crit- 
icized features, sometimes called the 
‘global’ feature, of past legislation,” he 
stated. ‘“‘This mean earnings rate seems 
to have been a device to increase the 
tax yield (and it increased the yield 
beyond the goal). It is contrary to the 
correct philosophy underlying the ad- 
justed reserve method. The individual 
company’s own earned rate should be 
used, as called for by the original phil- 
osophic basis of the adjusted reserve 
method. Instead of using only the 
earned rate of the taxable year, it is 
probably better, and still equitable, al- 
though presently more expensive to us, 
to use the five-year average based on 
the individual company’s earnings of 
the taxable year and the four preced- 
ing years.” 

Other factors which Mr. Beers asked 
the Senate committee to consider in- 
cluded a change in the treatment of 
tax-exempt interest to make it com- 
pletely tax-exempt; revising the treat- 
ment of the dividends-received deduc- 
tion so that the 85% credit actually 
applies; and improvement in the pro- 
visions dealing with the treatment of 
reserves for qualified pension plans. 


General American Life 


Installs Electronic Brain 


An IBM 650 electronic data process- 
ing system has been installed at Gen- 
eral American Life’s home office to 
take over a number of accounting, 
statistical and calculating routines. 
The new system will make it possible 
to speed up computing and clerical 
operations for policyholders and the 
agency force, and will permit the 
company to handle a substantial, in- 
creasing volume of business with the 
same clerical force. The revision in 
operations will result in some trans- 
fers of personnel among departments. 





ALWAYS ROOM FOR ONE MORE vee 


because all new arrivals in the family are protected 
automatically with Life and Casualty’s Family Protec- 
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Life Insurance in Force 
~ Over $1,500,000,000. 


tion Plan. 


premium. 


Departments. 


Life and Casualty’s Family Protection Plan is the ideal 
solution for the young family who needs a low cost 
starter for their family insurance program, as well as 
for the established family who truly needs extra pro- 
tection on each family member. 


The Family Protection Plan is designed especially to 
meet the protection needs of each member of the fam- 
ily, and provides needed insurance on all family mem- 
bers with one policy and one 


Life and Casualty writes the 
Family Protection Plan in the 
Weekly Premium and Ordinary 
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Proposes Amendment 
To Phase 3 Of Tax 
To Lessen Inequity 


WASHINGTON,—The basic struc. 
ture of the life company income tax 
act of 1959 is as 
fair and equitable 
a treatment as has 
been conceived to 
date if a tax must 
be determined on 
a broader base 
than free invest- 
ment income, H. 
Lewis Rietz, exe- 
cutive vice-presi- 
dent of Great 
Southern Life, 
stated in his testi- 
mony before the 
Senate finance committee. 

Mr. Reitz backed proposed amend- 
ments to the bill providing a five-year 
individual company average interest 
rate in phase 1 of the bill and the full 
deduction of tax exempt interest in 
phase 2. 

Regarding phase 3 which will] 
subject to tax all life company earn- 
ings, arising from any source, which 
ultimately revert to stockholders, Mr, 
Reitz stated that some relief is needed, 
He indicated that a blanket, immedi- 
ate transfer of all existing capital and 
surplus to the shareholders’ account 
would defeat the major purpose of 
phase 3. 

Favors Gradual Pay-Out 


Mr. Reitz recommended that a grad- 
ual pay-out of existing surplus be 
accomplished by transferring a small 
percentage of the existing surplus to 
the shareholders surplus account each 
year. 

His provision would state that each 
year 2% of the company’s paid-up 
capital, special surplus funds, unas- 
signed surplus, mandatory securities 
valuation reserve, contingency reserves 
and any amounts set aside to increase 
actuarial reserves, all computed as of 
Dec. 31, 1958, be added to the share- 
holders surplus account. After 50 
years, the existing surplus and special 
reserves would then have been com- 
pletely transferred to the shareholders’ 
account. 

The witness cited the plight of new 
companies where initial organization 
expenses are high and _ surplus is 
depleted during the early years of 
business. 

“Under HR 4245 there is no pro- 
vision either for paying any of the 
contributed surplus back to the stock- 
holders or even for making whole the 
original surplus without first paying 
a tax,” he said. 

“The bill does make some attempt 
to correct this situation through the 
five-year carry-over provision. How- 
ever, this is not adequate, as many of 
these companies are still losing money 
at the end of five years. Others may 
no longer be losing money but it would 
be rare indeed for a young company 
to have recouped its initial loss in a 
five-year carry-over period. A longer 
carry-forward provision such as 15 
years would alleviate this situation 
somewhat although it would not com- 
pletely correct it.” 

He told the committee that “any 
capital funds contributed by stock- 
holders should be available for repay- 
ment to them without any prior tax 
obligation when such stockholder con- 
tributed surplus is no longer deemed 
necessary for the protection of policy- 
holders.” 


H. Lewis Rietz 
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Where are 


State Karm agents 
cetting their Life clients? 








Over 70% of our life applicants are already 
policyholders in our Auto or Fire Companies! 


Never underestimate the power of companion-line selling. 

Consider the State Farm Career Agent. He is equipped with the 
knowledge to place and service Life, Auto and Fire lines. For him, a 
client leads to another client. Virtually every family insurance need 
can be fulfilled from the complete, integrated protection this man can 
provide from his well-rounded portfolio. 

As long as there are families . . . as long as there are lives and homes 


and cars to be protected, the State Farm agent will prosper uniquely. 

He enjoys many 6ther advantages, too. Like being his own boss 
. . . a truly independent businessman representing only State Farm. 
He enjoys Regional Head Office bookkeeping and billing . . . Career 
Man training . . . and much more. And too, he is able to identify him- 
self fully with the good name and strong promotional efforts of the 


world’s largest auto insurance company. 
STATE FARM 


State Farm Life Insurance Company 


Companion company of State Farm Mutual Automobile Insurance Company and INSURANCE 
State Farm Fire and Casualty Company. Home Offices: Bloomington, Illinois a 
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Postal Life Leaders 
Are Presented 1958 
Production Awards 


Leading producers of Postal Life re- 
ceived 1958 production awards dur- 
ing the annual business conference in 
Philadelphia. George Kolodny, presi- 
dent, made the presentations. 

George Ross, general agent at Mid- 
dletown, N. Y., won the president’s 
cup and the president’s plaque as the 
leading personal producer in both vol- 
ume and premiums during 1958. Mil- 


FieNATIONAL UNDERWRITER 


ton Altschul, general agent at New 
York, received the president’s volume 
trophy and _ president’s premium 
plaque for leading all agencies in vol- 
ume and premiums. Harold DeMian, 
general agent at New York, was 
awarded the president’s gold plaque 
for paid-for group volume. 

Other awards went to these general 
agents: Lambert G. Aloisi, Hunting- 
ton Station, N. Y.; James H. Hamill, 
Rochester, N. Y.; A. A. Karduna, 
Brooklyn, and Arthur Milton, Alexan- 
der Rotenburg and Alvin Wolff, all of 
New York. 


Security Mutual Of 
New York Awards Go 
To Top Producers 


Leading producers of Security Mut- 
ual of New York received special rec- 
ognition during the general agents 
conference at Binghamton, N. Y., site 
of the home office. Harland L. Knight, 
agency vice-president, made _ the 
awards. 

General agency award winners in 
all lines of business—life, A&S, fran- 
chise, group and pension trust—were 





point of view 


safeguarding tomorrow 








Northwestern Mutual’s 


makes a difference... 


e believe that a 
good agent deserves 


the advantage of an 


exclusive contract. 


o onE but a Northwestern Mutual 
N agent can write Northwestern 
Mutual business. This type of exclusive 
contract is unusual in the life insurance 


business. 


There are obvious benefits for the agent 
in such an arrangement. Foremost among 
them is the assurance that Northwestern 
Mutual protects its own agents. Only 
Northwestern Mutual agents can sell, offer 
or deliver Northwestern Mutual policies. — 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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Farber, Buffalo; Babb, Pittsburgh: 
Cheeseman, Malone, N. Y., and Eg. 
wards, New York. 

Other agencies honored for spegjaj 
achievement were Security Life Aggo. 
ciates, Newark, under Irwin M. Flaster 
and Joseph M. Schofel, for life volume. 
and the Schiff and Strauss agency 
Hempstead, N. Y., for A&S premiums 
paid. 


Other Awards Listed 


Individual leading agents awards 
went to Jerome S. Lieb, Newark, for 
production points and volume of life 
business, and Robert R. Savasta 
Brooklyn, for A&S_ production. Mr. 
Lieb becomes president of the Pregj. 
dent’s Club and the Life Club, and Mr. 
Savasta heads the S&A Club as a re. 
sult of their top production. 

Other individual production awards 
went to Franklin A. Ahrens, Farber 
agency, Buffalo, who was named 
vice-president of the President’s Clup: 
Theodore Randolph, Specht agency, 
Brooklyn, who won the vice-presj- | 
dency of the Life Club, and Albert | 
B. Rinaldi, also of the Farber agency, 
who became vice-president of the 
S&A Club. 


Mass. Mutual One-Year 
Term Dividend Option Made 
Available On Most Plans 


Massachusetts Mutual’s one-year di- 
vidend option, previously offered only 
with Executive Policies, has _ been 
made available on most other per- 
manent plans of coverage with new 
policies for $10,000 of face amount or 
more. : 

Under the option, dividends may be © 
used to purchase one-year term equal 
to the guaranteed cash value of the © 
policy at the end of the policy year 
If dividend accumulations are insuf- 
ficient to cover the purchase, they 
may be used in full to purchase as 
much one-year coverage as possible. 
Under Massachusetts Mutual’s cur- 
rent dividend schedule, the dividend 
option will provide full cash value cov- | 
erage for most plans of insurance at © 
least to age 65. : 

Policies with the options must meet 
the following requirements: The basic 
policy is on a permanent plan other 
than guaranteed issue; the basic face 
amount is $10,000 or more; premiums 
under the policy are payable for at 
least 10 years, and if special class, 
any table rating is not greater than | 
table D and any permanent flat ex- | 
tra premium does not exceed the table © 
D extra for the basic policy. ‘y 


Wallace Will Be Keynoter 
At LIAMA A&S Meeting 


Travis T. Wallace, president of 
Great American Reserve, will be the 
keynote speaker at LIAMA’s A&s 
meeting at the Edgewater Beach Ho- 
tel, Chicago, April 20-22. Mr. Wallace 
will discuss the progress of life com- 
panies in the A&S business over the 
past decade. 

New York Life’s history in the A&S 
field will be covered by Raymond C. 
Johnson, vice-president in charge of 
agency affairs. Mr. Johnson will ex- 
plain why New York Life entered the 
A&sS field, its experiences in training 
and problems in promoting A&S with 
the field force. : 

A medium sized company, Union 
Mutual, will be represented by Al- 
fred W. Perkins, vice-president, grouP 
and A&S, who will tell what his com- 
pany has done in meeting and resolv- 
ing problems arising from their entry 
into the A&S business. 
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Nation’s No. 1 Insurance Prospect: 


; Fewer than 3% of the nation’s 
| families have incomes of $20,- 
{ 000 or more... yet the average 
among Business Week’s sub- 
scribers is $21,000! Highest by 
far among all weekly maga- 
zines. The average Business 
Week subscriber carries $40,- 








119 worth of life insurance 
(excluding group). We abso- 
lutely agree with you: Not 





enough! Could you help this 
man provide better for himself 

















and his family? He’s always 
willing and able to listen to a 
business-like proposition .. . 





in the pages of Business Week, 


Ser 8s 


5 .. Xx e best-read of all ti 
0ra’t.@ i LR te Lamers st-r f all executive 


magazines. 


... the Management Man 


who reads Business Week 


A McGraw-Hill Magazine ¢ Member Audit Bureau of Circulations ¢ 330 West 42nd Street, New York 36. 
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Gen. American To Write 
Small Business Group 


General American Life has entered 
the small business group field and is 
offering four plans with varying dol- 
benefits for 10-to-24 em- 


lar amount 
ploye groups. 

All plans include life and accidental 
death and dismemberment coverage. 


That combination may be _ written 
alone, with weekly indemnity or med- 
ical coverage or both. Medical requires 
coverage of eligible dependents of em- 
ployes. 


FteNATIONAL UNDERWRITER 


The employer has a choice of two 
benefit schedules—flat or graded al- 
though grading does not apply to med- 
ical benefits. There is also a choice be- 
tween contributory and non-contribu- 
tory plans. 

The maximum on life is $10,000 and 
the minimum $2,000 with accidental 
death and dismemberment to match. 
Weekly indemnity benefits range from 
$28 a week for 13 weeks to $49 a week 
for 26 weeks. Maternity or maternity 
and supplemental medical benefits 
may be included if basic medical cov- 
erage is part of a small group plan. 


O. Senate OKs Bill To 


Bar Loan-Cover Tie-In 

The Ohio senate has passed a bill 
which would prevent tying in life in- 
surance with mortgage loans. The bill 
is an amendment to the present law 
against inducements. 

Ohio Assn. of Life Underwriters 
has sought the legislation with the 
Assured Homeowners plan of Equita- 
ble Society as the prime target. The 
bill, if approved by the lower house 
and signed by Gov. DiSalle, will make 
the plan illegal. 





HOW TO 
‘UP-DATE YOUR 
GROUP 























OTECTION... 


Plan 


... AND STILL KEEP COSTS IN LINE! The Builders’ 
and Traders’ Exchange of Detroit, one of the 
largest associations of its kind in the 
country, has carried Group A & S with 
Nationwide since 1957. To modernize 
this program for the 1550 executive 
members and their employees, 


the Exchange has now super- 


imposed Nationwide’s Major Medical 
... for only a slight additional 
premium! If you would like to 
restyle your Group program—- 


within a budget and with 
one company to serve all 
your protection needs— 
contact: Nationwide 
Group Sales Department, 
246 North High Street, 
Columbus 16, Ohio. 








Mr. Ed J. Thibodeau,(left)Nationwide Group representative 
with Mr. William C. Dennis, Secretary-Manager 
Builders’ & Traders’ Exchange of Detroit. 


ATIONWIDE 


INSURANCE 
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John Langdon Heacs 
Home Life Of N. Y. 


New Management Unit 

Home Life of New York has estab. 
lished a new management development 
division with offices at 1180 Raymong 
Boulevard, Newark, under the diree. 
tion of John W. Langdon, manager of 
agencies. 

The division will conduct a com. 
pany-wide program of management 
development; provide a central facility 
where all management candidates may 
receive uniform training before their 
managerial appointments, and act as 
a field laboratory for testing new mar- 
keting methods and ideas. 

Newark was chosen as the division 
site because of its accessibility to the 
home office and because its markets 
are similar to those of many Home Life 
agency cities. 

Mr. Langdon joined Home Life at 
Baltimore, where he later was named 


assistant manager. In 1956, he was ap- | 
pointed manager of agencies. He will } 


be assisted in the direction and opera- 
tion of the new division by Frank I. 
Henderson Jr. and Michael T. Wal- 
lace, assistant managers, and by David 
F. O’Brien and Kyle M. Otterbein, 
management assistants. 


John Hancock Presents 
Citizenship Films To 
Mass. Education Dept. 


John Hancock has presented to the 
Massachusetts department of educa- 
tion a series of 13 films dealing with 


various phases of the American way of | 


life, and the forces that confront it to- 
day. Byron K. Elliott, president made 
the presentation to Dr. Owen B. Kiern- 
an, commissioner of education. 

The dramatic series of 1214-min- 
ute sound films will be made available 
to secondary schools throughout Mas- 
sachusetts through the department. 
Their purpose is to provide keener in- 
sight into the principles and respon- 
sibilities involved in American citizen- 
ship. 

The film series, entitled “The Amer- 
ican Adventure,” was produced by the 
National Educational Program. 


Toronto Group Branch Wins 
Sun Life Of Canada Trophy 


The Toronto group branch of Sun | 
Life of Canada, headed by N. J. Lat- © 
ter, manager, has been named winner © 








of the president’s group trophy. Other | 


group branch leaders and managers 
are eastern Canada, J. Pitblado; west- 
ern United States, H. N. Phillips; 
southern United States, Harlan Dahl. 
By reason of his placing first, Mr. 
Latter becomes chairman of the group 
managers consultation committee for 
1959. 


Fete Southwestern Life Veterans 

Employes of Southwestern Life with 
service of 25 years or more were hon- 
ored guests at the company’s annual 
Quarter Century Club luncheon. Of 
the 74 veterans, whose combined serv- 
ice totals 2,325 years, 10 were pre- 
sented diamond-studded service pins 
by President J. Ralph Wood for reach- 
ing the quarter-century service mark 
in 1958. 


February was the largest month in 
National Travelers Life history with 
$5,132,000 of life businesss written. 
Paid for, both life and A&S was 68% 
ahead of January and February of 1958. 
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GREAT SOUTHERN’S 


We measure growth in terms of 
service, rather than size. The promise 
of Great Southern protection became 
a consoling reality for the beneficiaries 
of 1,729 policyowners who died dur- 
ing 1958. These beneficiaries received 
$5,680,852, while living assureds 
received $5,741,300 in matured 
endowments, annuity payments, and 


50th ANNUAL REPORT 


Discloses a Year of Great Service and Progress 


cash equities withdrawn. Since organ- 
ization, Great Southern has disbursed 
to living policyowners and to bene- 
ficiaries the sum of $177,538,670. 
Great Southerners in the field last 
year wrote more than fifteen thousand 
policies for new life insurance total- 
ing $121,027,116. 





Pt, 
cal FINANCIAL STATEMENT 
* ae December 31, 1958 
ASSETS 
United States Government Bonds. ...........00.....cccccccccceceeeececececeeessrseceeeeitrseeeees $ 24,019,547 
Municipal and Corporate Bonds..................:cccccecccececeseeeseceeeeeeeeeeeeeeneeeeeeseens 18,696,333 
Preferred and Common Stocks .......0.......0cccccccccceccccccceceeecececeeeeteeeeeevevesesererees 7,586,353 
Pinsh Mortage BOG sec se... 2.22.55... 00 chec.csopeievngnsdceerencetas bine. ceaxdueaeteestegintn cas 131,391,142 
Real Estate, including Home Office Building. ...............0...0.:cccccceecseeeeeees 1,010,621 
oS SCG aera i SS Ace ONE re On ne ep ae POR CR Neatly oar 14,084,869 
IG) OE OTET TMG 07 Cana Re Fo Ri ey IR Soh acne ane ane sv 70,000 
area er an ie, «ih cn Pa M OK eae ten haga Scat aN eCedecaae, wee 1,540,253 
Net Premiums in Course of Colllection.....000.0000..........ccccccceceeeeeceececeeceeeeeeeees 5,156,143 
fritarest Brera: cricl, Acerciect ssc ..occn. once eecbee asic te ccvacigenndcaucddanseicecacszaenseaass 1,065,716 
AaB: Ga Ricans Fach ss aa ts ea ee acs eal ee ETS 10,893 
etek, Amemiay 0 ae Mo Gna kay ol el eee $204,631,870 
LIABILITIES AND SURPLUS 
Polievowmnens! = Reseicy iiss 2 ccc hyo ta cose cso ae ek Dan cc deda ge ep aN $163,243,292 
Additional Policyowners’ Funds....................cccccccccccsscceseceeseccesceessceesecesseceseee 6,420,693 
Glestvers: Naik: Gesrrap let tach ooo cscelcas fencd ct <caate ane a tadaccebinagparcocsseses 753,216 
Premiums and Interest Paid in Advance. ................c..0cccccccceeceesseeeeeeeeceeeeceees 1,596,219 
Provision for Taxes and Other Liabilities. .....0000000000........cccccccccseeeeeeeeeeeeeeee . 2,860,250 
Dividends to Stockholders Declared and Unpaid.......................::cccecee 216,000 
Security Valuation Reserve........0..........cccccccescecsecsceeseteseeecesecsseeseesseseeseteeeeees 2,532,511 
Wonton Eica bilities ie os oe eras ace ha Stace aces $177,622,181 
Reserve for Contingencies and Other Surplus Funds 
Ganley. c oe eee Re a a anes neste secre, $ 5,400,000 
Surplus and Reserve for Contingencies...................... 21,609,689 27,009,689 
Total Liabilities and Surplus............0....0.:cccccccccecescesesseseeseseeseetsees $204,631,870 
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LAAHU To Consider A&S 
Persistency Award; 
Relocating ‘60 Meeting 


A committee to study possibilities 
for an A&S persistency award has 
been appointed by the board of Inter- 
national Assn. of A&H Underwriters. 
The committee is headed by Richard 
Plasschaert, American United, New- 
ark, and will report its recommenda- 
tions at the annual convention. 

The board made a resolution to move 
the 1960 convention from Milwaukee 
eri 08 ht AA it A EDO LEE OTS 


‘‘The only 


to Chicago. Inability to contract for 
adequate hotel space in Milwaukee was 
given as the reason for the proposed 
shift. In other action, Malcolm S. 
cryant, North American Accident, was 
appointed to the board for Washington, 
Oregon, British Columbia and Alaska, 
replacing E. J. Coffey, Mutual Benefit 
H.&A. 


Quaker City Life has declared a 
semi-annual cash dividend of 75 cents 
per share and a stock dividend of 5%, 
payable April 15 to shareholders of 
record April 1. 


way to 


GROW is GO 


... and now 


were going for 


THREE BILLION 


in record timé.’”’ 
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President 


FeNATIONAL UNDERWRITER 


Life Of Ga. Official 
Asks Changes In Two 
Aspects Of Tax Bill 


WASHINGTON—The life company 
income tax bill now before the Senate 
finance committee should be changed 
in two specific areas, Bruce Batho, 
vice-president and comptroller of Life 
of Georgia, told the committee. 

These areas are the basis for the 
“policy and other contract liability de- 
duction” found in section 805 and the 
treatment of dividends received and 


why doul you jou He Go Team 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY - HOME OFFICE - DALLAS 


BROKERAGE e 


MEDICAL AND SURGICAL REIMBURSEMENT e 
COMPLETE REINSURANCE FACILITIES 


HOSPITALIZATION 
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tax-exempt interest. 

Discussing the first point, Mr. Batho 
pointed out that phase 1 of the bij 
provides that investment income ap. 
plicable to policy reserves shall not 
be taxed, but shall be deducted from 
the company’s net investment income 
To determine the amount of this de. 
duction, the amount of such reserves 
is multiplied by an interest rate known 
as the “deduction rate.” 


Anticipate Higher Rate 


“The fact is,” he said, “that in com. 
puting premium rates, life insurance 
companies anticipate that they wij 
earn, and accordingly use, an interest 
rate higher than the reserve rate 
stated in the policy. The interest rate 
for which they allow credit in the 
determination of premiums is based 
upon their actual interest earning ex. 
perience. 

“We believe that the policy reserve 
deduction should be based on the ac- 
tual rate of interest earned by an indi- 


vidual company, on either an annual | 


or a five-year average basis, and 
strongly urge that the bill be amended 
accordingly.” 

In speaking of the treatment of tax- 
exempt interest and dividends re- 


ceived, Mr. Batho recalled that in the ff 


House hearings on the bill, the chair- 
man of the ways and means con- 
mittee was asked if interest from 
municipal bonds was free from tax 
under this bill, and that he indicated 
that it was. 


Tax-Exempt Advantage Lost 


Nevertheless, Mr. Batho said, the bill 
provides in effect that while tax- 


exempt interest is deductible, the oth- |= 


er deductions will be reduced pro- 
portionately by reason of the receipt 
of such tax-exempt interest. As a re- 
sult, he said, most of the tax advantage 
of investing in tax-exempt bonds is 
lost to a life company. 

His own company, he added, has 
bought many municipal bonds. 

“They were bought in a direct effort 
to help finance installations such as 
water and sewer systems,” he said. 
“These are usually financed by mu- 
nicipal obligations, and with our rap- 
idly increasing population the need 
for them is unusually great. 


“If the life insurance industry does | 


not have the full benefit of tax-free 
municipal bonds, it will probably re- 
duce or eliminate such purchases. The 
interest rate offered by most municipal 
bonds is too low to make them attrac- 
tive investments, unless they receive 
effective tax exemption. 


Remedy Would Be Absurd 


“As the tax bill now stands, it is 
not possible for a life insurance com- 
pany to invest either its capital or 
surplus funds in municipal bonds and 
receive the interest on them free from 
tax; at least not unless it first invests 
all of its policyholders’ reserve funds 
in muncipal bonds. And this would be 
absurd. 

“Both individuals and other corpo- 
rations are granted such a tax right. 
We should be accorded a similar treat- 
ment.” 

Mr. Batho strongly urged that the 
tax bill be amended to provide in 
phase 2 a deduction for interest on 
tax-exempt bonds and for dividends 
from stocks to the extent that such 
investments do not exceed the com- 
pany’s funds which are other than 
policy reserves. 


Twelve Connecticut Mutual Life 
brokerage supervisors have comple 
a training conference at the home of- 
fice on new developments in the field. 
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Nineteen hundred and fifty-eight was an outstanding 
year of growth and service for Western and Southern. 
Assets in excess of $906 million reached an all-time high. 
This amount represents an increase during the year of 
more than $85 million. Total insurance in force surpassed 
-$4.5 billion. This was an increase for the year of more 
than $503 million. 

Now with offices on both coasts your Company is 
proud to report a further extension of its operations. 
A new modern Home Office building was opened. Over 
7,600 Western and Southern men and women pledged 
to a common goal co-ordinate their efforts at the Home 





Office in Cincinnati and in our Regional Offices in 
Philadelphia, Asheville, St. Louis, Galveston and Los 
Angeles and in 300 Sales and Service offices throughout 
the country. 

The record achieved in 1958 is a tribute to the loyalty 
and efficiency of the officers, employes and agents of 
the Company. The results attained reflect the confidence 
in the service and management of Western and Southern 
by our more than 5,900,000 policyholders. We dedicate 
our purpose to the high ideals and principles which have 
guided Western and Southern through the past 71 years, 


WILLIAM C. SAFFORD 
President. 
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December 31, 1958 
ASSETS LIABILITIES 
United States Government Bonds.................-2005 $166,679,107.11 Statutory Policy Reserves.........cccecccccecceeeseres $798,365,680.00 
Municipal and Corporation Bonds. ..... agedeatedeae ses 174,500,078.90 Policy Proceeds and Dividends Left with Company....... 12,276,706.00 
NON G raiisin's bse c cusle sick pha qudiddecwinabecnsdedeaees 20,127,016.46 Dividends to Policyholders Payable in 1959............. . 11,192,527.00 
pot -_ sa oi bck ih heat Skat te be ty bet pee Policy Benefits Currently Outstanding................. -  2,439,705.20 
si ae RD A st pada nes aia: Premiums and Interest Paid in Advance................ 4,511,444.61 
Real Estate: Accrued Taxes Payable in 1959..............0ecceeeees 5,400,390.94 - 
Home Office and Regional Office Properties.......... 13,144,205.17 Escrow Accounts and Unallocated Funds..............+. 4,778,926.22 
Investment..............sseeeesesseeeereeereres Pe Other Liabilities. ..........ce-cceccecccecceeeeeeecees 1,843,120.70 
Policy Loans. . .. Beet tenes ices sake yah Ate eae W758, Security Valuation Reserve.................2.cceceeees 2,883,686.67 
Cash on Hand and in Banks.....................eee00e 12,891,977.17 Special Surplus Funds $ 7,000,000.00 
Accrued Interest and Rents. ...,...........sseceseeeeee 4,590,082.18 ps 2 % - 0 lala al , 1 . ” 
Premiums in Course of Collection..............2+--0++« 14,598,716.20 nassigned Surplus..............+0..4+. 55,318,194.24 
a RRR seo 52s 5 cae aetaavendencmwbaaeesacmees 117,554.17 Total Surplus Funds...............cccceeecececeeeees 62,318,194.24 
WQTAL Sf ccc kicceccrsAcnedeoveseeaeuses $906,010,381.58 10 | | RRP eS area A eee toee eh er $906,010,381.58 








INCREASE IN ASSETS, $85,886,229.55 
INSURANCE IN FORCE, $4,529,959,747.00 


INCREASE IN INSURANCE, $503,876,218.00 
POLICIES IN FORCE, 5,918,811 


THE WESTERN ano SOUTHERN LIFE INSURANCE COMPANY 


A MUTUAL COMPANY + HOME OFFICE: CINCINNATI, OHIO 


REGIONAL OFFICES Philadelphia, Pa. e Asheville, N.C. e St. Louis, Mo. e Galveston, Texas e Los Angeles, Calif. 
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Ordinary In Force 
Up 78% Since 1950 


The types of life policies used in 
long-range family financial planning 
accounted the great bulk of all 


LOY 


life insurance individually owned at 
the start of 1958, according to Institute 
of Life Insurance. 

Although group life insurance in 


force has tripled since 1950, ordinary 
insurance has risen 78% in_ those 
years and accounts for more than half 
of the total gain in insurance in force 


HieNATIONAL UNDERWRITER 


since 1950. The ordinary insurance 
total of $264.7 billion at the beginning 
of 1958 was 58% of aggregate life 
insurance in force. 


Seven Types Listed 


The seven types of policies most 
often used in long-range family fi- 
nancial planning—straight life, limited 
payment life, endowment, retirement 
income, mortgage policies, family plan 
and family income plan—added up to 
93.5% of all ordinary average at the 
start of 1958 for a total of $247.6 bil- 
lion. At the close of 1950, these same 





o 


Billion Dollar Twins! The Minnesota Mutual Life Insurance Com- 
pany again puts life insurance to work in a dramatic way — this time to provide 
a brighter future for “Babies Double X, III.” They are Carol and Karen Newman, 
3-year-old identical twins from Rapid City, South Dakota, who are undergoing 
treatment for congenital hip disabilities. Each received a $15,000 educational 
policy written on the life of Donald W. Nyrop, president of Northwest Orient Air- 
lines and paid for by Minnesota Mutual general agents, field force and home office 
staff. Carol and Karen took the spotlight at the company’s New Orleans sales con- 
ference celebrating attainment of the two billion dollar mark of insurance in 
force. Holding the girls is Harold J. Cummings, Minnesota Mutual president. 





plans accounted for more than 94% 
of ordinary insurance and totaled more 
than $140 billion. 

The most popular type of ordinary 
insurance by amount is still the basic 
straight life plan, accounting for well 
over one-third of all ordinary life in- 
surance and $42 billion of the seven- 
year rise. Straight life policies made 
up 37% of total ordinary insurance 
last year, a slightly larger share of 
the total than in 1954 and practically 
the same percentage as in 1950. 

Limited payment life insurance, 
second in amount, accounted for $54 
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billion at the start of last year, up 
$16.3 billion in the seven years. Last 
year’s total was 20% of total ordinary 
insurance, compared with 25% in 
1950. 

Family income policies and similar 
combination policies had become the 
third policy plan in rank last year, 
totaling $43.5 billion, an increase of 
$26.9 billion since 1950. This type of 
policy showed a larger than average 
gain between 1950 and last year, ris- 
ing 162%. It increased from 11% to 
17% of total ordinary insurance jp 
the seven years. Family plan policies 
showed the fourth largest increase, up 
$8.9 billion Almost entirely the de- 
velopment of the past three or four 
years, these plans now represent 3.3% 
of the ordinary total. 


Retirement Income Up $2.1 Billion 

Endowment policies, totaling $25.8 
billion last year, rose $3.5 billion since 
1950, but dropped from 15% to 10% 
of total ordinary. Retirement income 
policies rose $2.1 billion to $10.8 bil- 
lion last year. Decreasing term policies, 
largely made up of mortgage insur- 
ance plans, almost entirely the de- 
velopment of the seven years, totaled 
$7.4 billion last year. 

Regular term insurance policies, ac- 
counting for 5% of ordinary insurance 
at the start of 1958, represented a 
slightly smaller share of the total than 
in 1954 and a slightly larger share than 
in 1950. This type of insurance totaled 
$13 billion last year and was up $3 
billion since 1954. 

Extended ordinary term insurance 
totaled $4 billion last year, 1.5% of 
the ordinary insurance total, com- 
pared with $1.8 billion or 1.2% of the 
total in 1950. 

All Plans Total $458.4 Billion 

Combining all plans of life insur- 
ance—ordinary, industrial, group and 
credit—the ownership of the $458.4 
billion outstanding at the start of last 
year compared with the $234.2 billion 
seven years earlier, was found to be 
distributed as follows: 


Jan. 1, Jan. 1, 
1951 1958 

Straight Life ......... 25.6.% 22.5% 
Limited Payment ..... 25.0 17.7 
Fam. Inc. & Fam. Plan. 7.2 11.6 
Endowment .......... 12.2 6.7 
Retirement Income ... 3.8 2.5 
Decreasing Term ..... —* 1.6 
Regular Term ........ 2.9 2.9 
Extended Term ...... 1.4 1.4 
RMD. sca xaid o:c.0, she: 0.i0) 3s 1.7 4.3 
Group Term ......... 20.2 28.8 


* Included with regular term. 


Weimer Named To Advisory 
Board Of American College 


And American Institute 


Arthur M. Weimer dean of the Indi- 
ana University school of business, has 
been appointed to 
the council of ed- 
ucational advisers 
of American Col- 
lege and American 
Institute. Dr. Wei- 
mer is also a 
teacher of real es- 
tate and land eco- 
nomics at the uni- 
versity. He became 
a professor there 
in 1937, and was 
named dean in 

1939. 

The nine-man advisory group was 
set up several years ago to assist the 
two educational organizations in exam- 
ination procedures and educational 
plans. 





Arthur M. Weimer 
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JEFFERSON STANDARD LIFE... 





Helping Americans 
| Shp fo} 0 om O1ey-1-) as Wom Ozey- 1-1 ms Medic b we 
A Better Way Of Life 


Sales and Service offices in 29 states, 
the District of Columbia and Puerto Rico. 


Jefferson Standard in 1958 paid $25,951,727, more than ever 
before, in benefits to policyholders and beneficiaries .. . 
bringing security, contentment and hope to the lives of these 
Americans from coast to coast. These benefit dollars helped 
pay for college educations, cared for widows and children, 
provided carefree retirement days for older people and 
blessed families with ready cash when it was needed most. 


Premiums on new life insurance sales provided millions of 
additional dollars for sound investments in industrial sites, 
in mortgage loans and in government bonds . . . creating a 
stronger economy and a higher standard of living for all 
Americans. 


Investment earnings again enabled Jefferson Standard to 
maintain its position of leadership in paying 4% interest 
on dividend accumulations and policy proceeds left on deposit 
with the Company to provide income. Now guaranteeing 
21% % interest, Jefferson Standard has never paid less than 





Puerto Rico 


4% interest since the Company was 


founded in 1907 . . . the highest rate 
paid by any major life insurance 
company in the United States. 


HIGHLIGHTS OF OPERATIONS FOR 1958: 


@ Payments to Policyholders And Beneficiaries amounted 
to $25,951,727 


© Total Payments since 1907: $347,873,023 


@ Sales of New Life Insurance were $217,696,195, 
bringing total Insurance in Force to a new high of 
$1,803,871,538 as of December 31, 1958 


© Net Rate of Interest Earned On Investments: 5.09% 
@ Increase in Assets: $43,968,524 


JEFFERSON STANDARD’S CONDENSED 
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DECEMBER 31, 1958 
ASSETS LIABILITIES 
Pt A PMR ec ira San Ge Ay $ 5,649,011 _— PI coe oe ee eee $361,767,041 
eserve for Policy Cloims 7 ase 1,449,532 
Bonds .......... soled eee a laa 161,352,798 Policy Proceeds Left with Company 51,191,424 
Wes. Sth 2 .. 48,563,792 Dividends for Policyholders wees 5,330,248 
Policy Revaluation & Mortality 
M ui Sp as BD a aa % A 
ortenge: hoa 245,165,867 Fluctuation Reserve ‘ a, 6,628,471 
Investment Real Estate ..-.-sié‘i(‘(‘(“ 23,540,281 Investment Fluctuation Reserve 22,328,700 
Other Real Estate including Home Other Liabilities and Reserves _ . : 12,578,449 
Office Building .. .... 5,618,264 peat ciliates <—— 
: . .$461,273,865 
Loans to Policyholders . 35,141,329 Contingency Reserve ae 6,000,000 
All other Assets ......... ... 15,742,523 Capital and Surplus ......... . 73,500,000 
TOTAL ASSETS ............ $540,773,865 TOTAL ...... es $540,773,865 




















rf erso 


Represents The 
Jefferson Standard LIFE INSURANCE COMPANY 


Niandard & 


Represents The 


Home Office: Greensboro, N.C Jefferson Standard 
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Cummings Objects 
To Imposing Levy 
On Tax-Free Bonds 


WASHINGTON—Objections to tax- 
ing the income from tax-exempt mun- 
icipal securities 
held by life insur- 
ance companies 
were voiced to the 
Senate _ finance 
committee by Har- 
old J. Cummings, 
president of Min- 
nesota Mutual 
Life, in comment- 
ing on the life 
company tax bill. 

Mr. Cummings 
explained that his 
company has been 





Harold J. Cummings 
a consistent buyer of tax-free securi- 
ties for many years. Over one-fifth of 
its assets are invested in these securi- 
ties, compared with the average of 


21%4% for the entire life business. 

“We have over the years accepted 
the normally lower rate of return on 
municipal bonds in the firm belief that 
the income was and would remain 
tax-free—as indeed it has been up 
until now,’”’ Mr. Cummings said. 


Questions Committee’s Intent 


“We do not believe it was the inten- 
tion of the ways and means committee 
nor of the Treasury to impose a 52% 
tax on about 70% of the income of the 
life companies from tax-exempt secur- 
ities,” he said. “In fact, it has been 
stated that the bill does not do so. We 
think, as our memorandum shows 
clearly, that as between two compan- 
ies, one with and one without tax-free 
income, the bill does exactly that.” 

Mr. Cummings stated: 

1. The treatment of tax-exempt in- 
come in the proposed law contravenes 
the decision of the Supreme Court in 
the case of National Life vs United 
States. 

“We feel that if it was unconstitu- 
tional to ‘add back’ 100% of tax-free 
income to the tax base under the 1921 
(life insurance company income tax) 
law, then adding back only 70% of 
such income (under the proposed law) 
is unconstitutional too,” Mr. Cummings 
said. 

2. The proposed law “discriminates 
unfairly between the life insurance 
companies on the one hand, and other 
investors in tax-exempt securities— 
commercial banks, stock casualty com- 
panies, stock fire companies, regulated 
investment companies or ‘mutual 
funds’ and the individual taxpayer 
too. 

“We register no complaint with 
respect to these other groups,” he said. 
“We ask only that we receive like 
treatment.” 

3. “We sincerely believe that, while 
not so intended, the treatment here 
given tax-exempt income could be the 
beginning of the end of all tax-free 
securities,” he added. 

If the House bill were changed to 


Resolute Credit Life 
Offers Free A&S Cover 


Resolute Credit Life is offering a 
“bonus” A&S coverage to instaliment 
buyers of new and used mobile homes 
and other major consumer items. The 
additional benefits are incorporated in 
credit life insurance without cost to 
the customer. The latter receives the 
coverage without physical examina- 
tien. 








DNA!) 


allow the life companies full exclusion 
for tax-free income, Mr. Cummings 
asked, how much less revenue would 
the Treasury receive? 

“One answer might be that the $563 
million which the bill would otherwise 
impose on the 1958 income of the life 
companies might then theoretically be 
reduced by about $3214 million, or 6% 
he said. 

“In fact,” he went on, “we believe 
that the revenue to the Treasury in 
that event, might instead be increased. 
We believe that allowing the life com- 
panies to take the same deduction as 


r] XN 1 DVA/ RIT bt 





is accorded all other investors, might 
really cost the government nothing. 
After all, and as yet, tax-free income 
is tax-free in the hands of any investor. 
It’s all a question of what tax rate 
applies to each individual owner of 
these securities. 

“For this reason the Treasury should 
then profit to the extent that life 
insurance company activity in this 
market might make tax-free bonds less 
available to buyers in the higher tax 
brackets. Would they not then invest 
in taxable securities and so pay in- 
come taxes at rates higher than 52%?” 


Life & Casualty Of 
Tenn. Appoints Four 
To Executive Posts 


Life & Casualty of Tennessee has 
named three new vice-presidents and 
one assistant vice-president. 

Jodie L. Hill, district manager at 
Nashville, is appointed vice-president 
and manager of the southeastern di- 
vision. He joined Life & Casualty in 
1941. 

W. L. Renick, district manager at 
Atlanta, becomes vice-president and 
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Jodie L. Hill 


MA. Simpson Jr. 
manager of the northeastern division. 
He is a graduate of the LIAMA 
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W. L. Renick H. E. Nelson 
school. 


H. E. Nelson, assistant vice-presi- 





dent and director of public relations, is 
named vice-president and director of 
public relations. He has been with 
the company since 1951 and has been 
chairman of Life Advertisers Assn.’s 
Southern Round Table and a member 
of its executive committee. He is 
chairman of the public relations com- 
mittee of Life Insurers Conference. 

M. A. Simpson Jr., assistant sec- 
retary and manager of the ordinary 
policy department since 1937, is as- 
sistant vice-president and manager of 
the ordinary policy department. He 
joined Life & Casualty in 1932. 





N/W National Life has just passed the $2,000,000,000 mark of insurance in force. 
This means that if all policies now on our books are continued to maturity we will pay 


wo billion dollars 


...1n benefits-to-be 


out more than $2,000,000,000 in benefits. 


Much of this money will be paid to families who have lost their breadwinner. Some will be 
in the form of living benefits to make retirement enjoyable; Mr. Charles P. Strickland 
of Santa Paula, California, pictured left, began drawing such an annuity just as we crossed 
the two-billion mark. Some will help put youngsters through college, enable people to meet 
emergencies or grasp opportunities. All of it will go to making happier, more worthwhile living. 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY, MINNEAPOLIS, MINNESOTA 


“BUSINESS CONDITIONS can be unpredictable, 
but this annuity is something I can always count 
on,” says Charles P. Strickland, right, of Santa 
Paula, California. Mr. Strickland is shown re- 
ceiving the first of his monthly retirement checks 
from Harold D. Leslie, C.L.U., N/W National’s 
general agent for Southern California. Formerly 
manager of the Santa Paula Citrus Association, 
a Sunkist affiliate, Mr. Strickland continues to 
enjoy life with a full schedule of civic, social and 
business interests. 
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APRIL 2-3 IN N. Y. 


‘The Next 10 Years’ 
Is Meeting Theme Of 
Eastern Round Table 


NEW YORK—“The Next 10 Years” 
in life insurance communications will 
be the theme of the Eastern Round 
Table of Life Insurance Advertisers 
Assn. to be held April 2-3 at the Bar- 
bizon-Plaza Hotel, New York City. 

Keynote speakers will be Andrew 
H. Thomson, vice-president of New 
York Life. He is a member of its 
public relations committee, which co- 
ordinates and reviews public relations 
and advertising activities. He will talk 
on “The Shape of Things to Come.” 

Robert F. DeLay, who recently as- 
sumed the full-time post of president 
of Direct Mail Advertisers Assn., will 
talk on “The Next Decade in Direct 
Mail Advertising.” Lloyd E. Partain, 
Curtis Publishing Co.’s manager of 
trade and industry relations, will dis- 
cuss what people will be reading to- 
morrow in the way of magazines. 


Parker To Discuss A&S 


Gerald S. Parker, A&S secretary of 
Guardian Life, will discuss the next 10 
years in A&S. 

The Round Table will conclude with 
a speech by Frederick H. Groel, vice- 
president and secretary of Prudential, 
on “Tomorrow’s Challenge.” He heads 
public relations and advertising ac- 
tivities. Other conference highlights 
will be panel discussions on the next 
10 years in public relations and on 
“The Roaring ’60’s.”” Charles Corcoran, 
vice-president of Equitable Society, 





will present Equitable’s centennial 
film, “For All Time.” 
Women Leaders Have 


178 Already Qualified 
As Filing Deadline Nears 


One-hundred-seventy-eight women 
members of National Assn. of Life 
Underwriters have already qualified 
for Women Leaders Round Table. In 
1958 the total number of qualified 
was 177. 

Suzanne Audet, WLRT chairman 
and agent of Prudential of England, 
Quebec, Can., said that additional 
qualifiers’ papers are expected and 
added, “It is hoped they will all reach 
NALU well in advance of the March 
15 deadline, although in exceptional 
cases consideration can be given ap- 
plications after that date.” 


Guardian Life Introduces 


Guaranteed Insurability 

Guardian Life has introduced a 
guaranteed issue option in most states 
which provides for the purchase of ad- 
ditional insurance without evidence of 
insurability. The option may be issued 
as a rider on most new level premium 
life or endowment plans at ages 0 to 
37. If the face amount of the base pol- 
icy is less than $10,000, the option may 
be issued for any amount between $2,- 
000 and the face amount of the base 
policy; if the base policy is over $10,- 
000, the option may be any amount 
from $2,000 to $10,000. 

Option dates are the policy anniver- 
saries at policyholder’s ages 25, 28, 31, 
37 or 40. On each of these dates the in- 
sured may purchase at standard rates 
an additional life or endowment policy 
for any amount up to the amount of 
the option. 
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Editorial Comment 
Peace Treaty With The Mutual Funds? 


Are life insurance and mutual funds 
deadly rivals for an important seg- 
ment of the public’s spendable dol- 
lar? Or are they essentially comple- 
mentary services that should be work- 
ing together in the interest of the 
public and the general economy? Is 
there danger that destructive compe- 
tition by salesmen on both sides will 
invite another investigation like those 
that have plagued both industries? 
What about reports that mutual funds 
salesmen are using inflation to scare 
policyholders out of their cash values? 

Frank discussion of these questions 
made the talk that Edward B. Burr, 
executive vice-president of the One 
William Street Fund, gave at the 
monthly meeting of Gotham Group of 
Life Insurance Advertisers Assn. par- 
ticularly timely. It is reported else- 
where in this issue. 

Moreover, Mr. Burr is well qualified 
to reach a balanced conclusion on this 
entire puzzling question of coopera- 
tion and competition between life in- 
surance and mutual funds. He is a 
CLU and a former director of educa- 
tion of Institute of Life Insurance. As 
chairman of the insurance relations 
committee of National Assn. of In- 
vestment Companies he keeps in 
touch with the life insurance busi- 
ness through conferences with the 
NALU committee on relations with 
investment companies, headed by 
Benjamin D. Salinger, general agent 
in New York for Mutual Benefit Life. 

Mr. Burr deplored the destructive 
competition which finds mutual funds 
salesmen in unknown numbers decry- 
ing life insurance cash values, while 
life insurance agents, in equally un- 
known numbers, are tearing mutual 
funds apart every chance they get. 

This “negative selling” is of course 
undesirable, just like the armament 
race between this country and Russia. 
However, that doesn’t mean _ that 
either side in either contest is going 
to feel safe in calling a halt on its 
own. 

One obvious difficulty to a peace- 
ful settlement of the troubles between 
life insurance and mutual funds is 
that the mutual funds managements 
have even less control over their 
salesmen than the life companies have 
over their agents. If a mutual fund 
salesman wants to use the Ralph 
Hendershot book, “The Grim Truth 
About Life Insurance,” as a way of 
showing his prospects what a poor 
investment life insurance is, there is 
little that his boss can do to stop him. 
And a great many of them are using 
this book—in fact its publisher has 
been putting on a special promotion 
to mutual funds salesmen for just 
that purpose. 

So, even if, as Mr. Burr suggests, 
the company home offices could be 
brought into the liaison that already 
exists between the investment com- 
panies and NALU, how literally can 
the mutual funds enforce a non-ag- 
gression pact upon their own sales 
people? But let’s assume they could 
do it if they wanted to. An even more 


basic question is this: Even if it 
would serve to demilitarize the more 
anti-mutual-fund life agents, would 
the mutual funds really be willing to 
agree to the principle that “adequate” 
life insurance should come before a 
family’s investment in equities? 

This lip service to “adequate” life 
insurance while condoning the sale of 
mutual funds to family heads with 
obviously inadequate amounts of life 
insurance has long been a source of 
wry amusement in the life insurance 
business. Even for the sake of inter- 
industry peace, we _ seriously doubt 
that the mutual funds industry would 
be willing to accept, much less en- 
force, the definition of life insurance 
adequacy stated by Mr. Burr in his 
Gotham Group talk. 

“Term insurance,” said Mr. Burr, 
“may well be a part of the life in- 
surance program but there is no sub- 
stitute, in my opinion, for the values 
provided by permanent, cash-value 
life insurance in amounts the family 
considers adequate.” 

That is, Mr. Burr would leave it to 
each family, in each individual family 
situation, to determine how much life 
insurance is “adequate.” 

Good as this definition is, it needs 
some clarifying. Does it mean an 
amount that the family considers 
adequate after a competent life agent 
has explained the family’s dependency 
situation and how much protection it 
would need in addition to its other 
resources? Or does it mean the amount 
the family considers necessary after 
hearing a skilled mutual funds sales- 
man pooh-pooh the need of any kind 
of insurance other than term? 

We are sure that Mr. Burr, being a 
man of good faith and good will, did 
not have in mind the low level of 
adequacy that a family would have 
after being brain-washed by an ag- 
gressive, hate-life-insurance mutual 
funds salesman. On the other hand, it 
seems likely that even if Mr. Burr 
would agree to letting a family de- 
fine adequacy after having talked to 
a good life agent, there are very few 
other mutual fund executives who 
would be similarly magnanimous. 

It seems obvious that if the mutual 
funds’ liaison with life insurance is 
to be extended to the home offices, 
the crucial point will be some work- 
able and reasonable definition of how 
much and what kinds of life insur- 
ance a family should have before em- 
barking on any kind of equity invest- 
ment, whether in mutual funds or di- 
rectly in the stock market. 

The life insurance business has long 
been curiously coy about committing 
itself on how much life insurance is 
enough for families in various situa- 
tions and with various levels of in- 
come. Probably the reason is that if 
realistic minimums were set forth for 
various. situations they would be 
seized upon by prospects well able to 
afford considerably more adequate 
coverage. A few years ago, Institute 
of Life Insurance set up some rather 
general criteria that were helpful * 
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far as they went. It would seem that 
now would be a good time to do the 
job more elaborately so that for vir- 
tually every type of family situation 
and income level a life agent could 
say, “you need at least this much life 
insurance in these types of policies.” 

This type of information could be 
used effectively in advertising, in di- 
rect mail promotion, as well as in 
sales talks. It would give the mutual 
fund salesmen’s prospect a much 
clearer idea of whether he has enough 
life insurance to permit himself to 
even think about investing in mutual 
fund shares. 

Perhaps a good way of testing out 
the willingness of the mutual funds 
people to accord “adequate life insur- 
ance” its proper place in their sales 
practices as well as in their public 
statements would be to ask the mut- 
ual fund leaders, in respect to vari- 
ous typical family situations, “If you 
were the head of this family, how 
much life insurance would you consid- 
er to be adequate?” The answers 
would show very quickly whether 
there is any sense in proceeding furth- 
er with liaison extension or whether 
the mutual fund industry’s idea of 
“adequate life insurance” is so utterly 
inadequate that there would be no 
point in the two industries trying to 
find a common ground.—R.B.M. 





Personals 


A third son, Peter N. Maduro, was 
born March 2 to Mr. and Mrs. Denis 
B. Maduro of New York City. Mr. 
Maduro, an attorney specializing in 
employe benefit plans and estate plan- 
ning, is special counsel to the Million 
Dollar Round Table and New York City 
Life Underwriters Assn. The other 
children are Denis Jr. 4%, and 
Timothy, 2%. 


Devereux C. Josephs, chairman of 
New York Life, received honorary 
membership in New York University’s 
chapter of Beta Gamma Sigma, the 
national business honor society. 


J. Hiles Templin, manager. at 
Hamilton, Ont., of Great-West Life, 
has been elected president of National 
Council of YMCA in Canada. Since 
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By H. W. Cornelius, Bacon, Whipple & Co. 
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Business Men’s Assurance . 42 
Cal.-Western States .......... 124 
Commonwealth Life .. 241% 25% 
Connecticut General .. 359 365 
Continental Assurance 172 177 
Franklin Life ............... are | 79 
Great Southern Life ...............000 87 90 
Gulf Life 24 
Jefferson Standard 97 
Kansas City Life .......... 1620 
Liberty National Life 61 
Life & Casualty ..........6 20% 21%2 
Life of Virginia ............ 52 54 
Lincoln National Life 225 230 
National L. & A. .......... 110% 112% 
North American, II. 18 19 
Nw. National Life .. 98 Bid 
Ohio State Life ........cccsseseeeseees 225 250 
Old Line Life ou... .sesesessssesseeses 62 65 
Republic National Life ................ 73 17 
Southwestern Life  .........ccsssee 142 147 
Travelers 95 97 
United, Il. 36 
U. S. Life 44 
Washington National ........ 60 
Wisconsin National Life Bid 
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1954, he has been chairman of World 
Alliance YMCA boys’ work commit- 
tee, and for several weeks each year 
has maintained an alternate address 
at Geneva, Switzerland, for that pur- 


pose. 


Byron K. Elliott, president of John 
Hancock, has been elected a member 
of the advisory committee for voca- 
tional rehabilitation of the Veterans 
Administration. 


Tribute was paid to Robert B. Hens- 
ley, president of Life of Kentucky, in 
the form of a surprise “This Is Your 
Life, Bob Hensley,” an hour-long ver- 
sion of the TV show at Louisville. 
Among the 1,500 Kentuckians who at- 
tended were Gov. Chandler and mem- 
pers of his cabinet. 


Julian D. Anthony, president and 
director of Columbian National Life, 
has been elected a director of Hart- 
ford Fire, an affiliate of Columbian 


National. : 





Deaths 


JOSEPH T. DuMOE, 63, former su- 
perintendent of brokerage sales of Oc- 
cidental Life of 
California, died at 
Pasadena after a 
long illness. In the 
business since 
1922, he was with 
Travelers, 
Missouri State 
Life, Inter-South- 
ern Life and Abra- 
ham Lincoln Life 
before joining Oc-. 
cidental in 1937. 
He served at Chi- 
cago as regional 
group supervisor and transferred to 
the home office as supervisor of mort- 
gage protection and salary savings. He 
was superintendent of brokerage sales 
from 1951 until illness forced him to 
leave that position in 1957. As a foot- 
ball star at Lafayette College in 1919, 
Mr. DuMoe was on Walter Camp’s All- 
American second team. He was head 
coach at Fordham University in 1920- 
21 and later played professional foot- 
ball. 





Joseph T. Du Moe 


ALBERT BURNS, 72, chairman of 
Baltimore Life, died at Baltimore 
shortly after presiding over the annual 
meeting of the board. He _ started 
with the company in 1902 as a junior 
clerk. He became treasurer and a di- 
rector in 1926 and advanced through 
consecutive officer posts to president 
in 1942. Mr. Burns was elected chair- 
man in 1957. 


ELMER J. STEWART JR., 43, edi- 
tor of publications at the western home 
office of Prudential and former assist- 
ant editor and publisher of Pacific 
Northwest Underwriter, died at his 
home in Los Angeles. Beginning his 
professional writing career in 1939, he 
went with Pacific Northwest Under- 
writer in 1946, serving with that pub- 
lication until going with Prudential 
SIX years later. 


ABRAHAM KENIGSON, 60, vice- 
president and actuary and a director of 
Sun Life of Maryland, died following 
a Series of operations. Mr. Kenigson 
Joined Sun Life in 1921 as actuarial as- 
sistant and was named vice-president 
and actuary in 1947. He was a fellow of 
Society of Actuaries, past president of 
Middle Atlantic Actuarial Club and 
Served on committees of LOMA. 
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Conn. Mutual Bans 
Sale Of Mutual Fund 
Plans By Its Agents 


HARTFORD—Connecticut Mutual 
Life has officially forbidden its agents 
to sell mutual funds, as several other 
leading companies have also done. 

In a letter to general agents, Agency 
Vice-President Raymond W. Simpkin 
pointed out that the company “has 
never knowingly contracted an agent 
who is licensed or registered to sell 
mutual funds.” He called for the can- 
cellation of contracts of agents who 
have become so registered or licensed. 

Mr. Simpkin said that Connecticut 
Mutual does not feel an agent can sell 
mutual funds and still do full justice 
to his role as a life insurance man. 
Men who attempt to do both, he de- 
clared, are “part-time life insurance 
agents and their sales philosophy is 
contrary to our concept of our busi- 
ness.” 

If the company permitted agents to 
play a dual role, he said, it would be 
violating “the philosophy we have 
practiced for so many years in protect- 
ing our full-time organization against 
the part-timer. 

“We have no quarrel with mutual 
funds as an investment,” he empha- 
sized. “We do feel, however, that the 
handling of any life insurance that 
might be recommended should be left 
up to the insurance representative and 
not an investment adviser.” 


National Underwriter 


Editorial Quoted In 


‘Congressional Record’ 

WASHINGTON—The editorial ‘No 
Inconsistency In Industry’s Stand,” in 
THE NATIONAL UNDERWRITER for Feb. 
28, was printed in the “Congressional 
Record” for March 10 as an extension 
of the remarks of Rep. Simpson of 
Pennsylvania. Mr. Simpson is co-spon- 
sor of the Keogh-Simpson bill, de- 
signed to give the self-employed some- 
thing of the same tax break in their 
retirement programs as is enjoyed by 
employes under qualified pension 
plans. 

The editorial, written by Assistant 
Editor William Macfarlane, pointed 
out that in supporting the Keogh- 
Simpson bill the life insurance indus- 
try is not acting at variance with its 
strong anti-inflation position, even 
though the revenue lost to the Treas- 
ury if the bill is enacted would be a 
push in the direction of unbalancing 
the federal budget. 


Lamanda Leaves N. Y. 


Dept. To Practice Law 

Arthur F. Lamanda, first deputy of 
the New York department, has re- 
signed to join Garfield, Clifford & Fa- 
gan, New York law firm. He joined 
the department in mid-1955 and was 
made first deputy in 1958. Before 
joining the department he was secre- 
tary to Justices Valente and Dickstein 
of the state supreme court. 

In his new post he will specialize 
in insurance law 

Howard B. Morris, agency vice- 
president Liberty Life & Accident, has 
been reelected to this post and also 
named a director. During 1955-57 he 
played a major role in drafting the 
state insurance commission manual 
and examination for prospective life 
agents. He joined the company in 1954. 
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One Good Way To Keep 
Good Agents Happy 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “‘borderline’’ cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 
life company clients depending upon us for superior : 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 


you and your agents. . 

Superior underwriting, and all our other 

non-competitive services to life companies, seb lo 
Exclusively 


are outlined in our booklet, ‘Reinsurance 
Exclusively’’. Why not write for your free 
copy today. Sry 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 


ACCIDENT & SICKNESS e GROUP 
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‘Grim Truth’ Touted 
As Door-Opener For 
Mutual Funds’ Men 


NEW YORK—The Ralph Hender- 
shot book “The Grim Truth About 
Life Insurance” is being frenetically 
ballyhooed as “an amazing door open- 
er” for mutual funds salesmen. The 
book is generally critical of the life 
business and attempts to show that in- 
surance is a poor investment. 


Here is the letter being sent to 


mutual funds people by G. P. Putnam’s 
Sons of New York City, publishers of 
the book. “Dear Mr. Mutual: 

“Now that you’ve had opportunity to 
read ‘The Grim Truth About Life In- 
surance’ you can appreciate what an 
amazing door opener it can be in 
your business. (If you didn’t take 
advantage of our earlier offer rush 
$1.95 for a postpaid inspection copy.) 

“It swiftly convinces the average 
person that life insurance is a mis- 
erable investment. Further, the book 
shows how to unlock the cash trapped 
in endowment policies and release it 


~ FeNATIONAL 


for a dynamic program of capital 
growth, through systematic purchase 
of your mutual funds. 

“Just to prove to you that ‘The 
Grim Truth’ is one of the most ef- 
fective sales tools the mutual fund 
business has ever known, we want 
you to distribute 25 copies. We’ll mail 
these immediately, postpaid to you, 
on receipt of your check for only 
$32.50. That’s all! And we’ll include, 
in the package, what we have been 
told is the most successful mutual 
fund sales promotion letter in exis- 
tence!” 











FINANCIAL HIGHLIGHTS — 


LIFE INSURANCE 
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Throughout the South, life 
insurance needs continue 

to grow. To satisfy these needs, 
Life of Georgia is constantly 
broadening the scope of its 
insurance plans and service to 
policyholders. During 1959, four 
South-wide outdoor advertising 
campaigns will dramatize to millions 
of families the Company’s service — 
literally putting prospects in the picture. 
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St. Louis Life Men 
Get Expert Advice 
From ‘Millionaires’ 


Some 250 persons attending the an- 
nual Million Dollar Producers’ meeting 
of Life Underwriters Assn. of St. Louis 
heard A. J. Meier Jr. of John Hancock 
and Albert T. Stix Jr. of Mutual 
Benefit Life discuss their selling meth. 
ods. Both million-dollar producers, the 
former started right off by writing $12 
million his first year in business ip 
1957 and wrote another $1 million for 
fiscal 1958. The latter, in the life 
business since 1938, joined the MDRT 
ranks in 1944 and has been a life 
member since 1954. 

Mr. Meier dealt with the funda- 
mentals of prospecting, the approach, 
presentation and close, receiving par- 
ticular attention from the younger 
agents on prospecting. He works from 
referred leads or those obtained from 
direct mail, sending out about 100 
letters weekly. He endeavors to obtain 
at least two referred leads from each 
person he talks to. His sources for 
direct mail are company magazines, 
newspapers, Christmas lists and the 
like, none being unusual or difficult to 
obtain. Mr. Meier stressed that he 
makes calls only by appointment. 


Starts With Warning 


Mr. Stix preceded his discussion of 
“Where To Get the Money” with a 
warning that no agent should drop a 
successful sales method in favor of 
another one simply because some other 
agent seems to be setting the world on 
fire with a particular saies technique. 
This is a quick way to go out of busi- 
ness, he said. 

Obtaining money for the purchase of 
additional life insurance may be ac- 
complished in a number of ways, the 
speaker pointed out. One of them 
particularly applicable to younger men 
is using accumulated dividends to help 
finance new life insurance. The paid- 
up values of the old insurance and 
new insurance in later years will 
nearly equal the fully paid-up value 
of the present insurance,. said Mr. 
Stix. Another method is to convert 
high premium contracts into lower 
premium forms, he added. 

In closely held corporations, or even 
family business, stockholders or sons 

(CONTINUED ON PAGE 30) 


Ellis Retires From 
Post As Head Of New 


Orleans Civic Group 

Crawford H. Ellis, president of Pan- 
American Life, was guest of honor at 
a dinner given 
at _ International 
House at the time 
of his retirement 
from the New Or- 
leans Sewerage 
and Water Board. 
Mr. Ellis had been 
a member of the 
board for 50 years 
and its president 
pro tem for 13 
years. 
Crawford H. Ellis Pig oa peg 
sented Mr. Ellis with a silver plaque 
and expressed his regrets that Mr. 
Ellis, “who has done so much for our 
great city, both civically and business- 
wise, has seen fit to draw his career 
with the sewerage and water board to 
a close.” 

Mayor Morrison pointed out that 
Mr. Ellis’ service had extended over 
the administration of six mayors. 
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= We're Proud of Our Progress 


— DECEMBER INSURANCE 
— 31 ASSETS IN FORCE 
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Burr Tells LAA Unit Danger Of Public Feud 


(CONTINUED FROM PAGE 1) 


doing, provide the nation’s industry 
with the new capital it will require 
in order to live and grow.” 

Mr. Burr said that possibly the life 
insurance industry and the securities 
business could fulfill their respec- 
tive roles even though its members 
spent their time selling negatively, at- 
tacking the usefulness of the other 
type of business. 


Says ‘It Makes No Sense’ 


“I cannot accept this, ’ he declared. 
“It makes no sense as a thesis and it 
doesn’t make sense in practice. There 
are, in fact, serious areas of misun- 
derstanding right now between the 
two businesses. Sometimes I wonder 
what the sophisticated buyer must 
think of either institution. Put your- 
self in the position of such a person 

. what do you see, what do you 
hear? 

“You see virtually the entire secur- 
ities business, convinced that the pub- 
lic interest will permit no other posi- 
tion, lined up solidly along with im- 


portant elements of the life insurance 
business against the form of variable 
annuity advocated by certain seg- 
ments of the life insurance business. 
Without commenting on the merits of 
the proposition or of the opposition, I 
wonder if we can expect to build pub- 
lic confidence when casual inspection 
reveals us scrapping through the trial 
courts, the appellate courts and the 
United States Supreme Court. Some- 
where the mechanism that should pre- 
vent such a course broke down. 


Cites Effect On Observer 


“What can the casual observer think 
of another problem that exists be- 
tween our two businesses—the vol- 
ume problem? This is a problem we 
should recognize and resolve before it 
engulfs us. Who gains when a sales- 
man of mutual fund shares twists a 
client from badly needed cash values? 
No one, not even, in the long run, the 
commission-hungry salesman. 

“Who gains, I wonder, when a life 
insurance agent addresses his fellows 
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on the subject, ‘The Negative Aspects 
of Mutual Funds’ and, as an aside, al- 
lows that the title is inevitable be- 
cause there are no positive aspects to 
mutual funds? No one gains, I be- 
lieve.” 

Though Mr. Burr mentioned no 
names, this was an obvious reference 
to the anti-mutual-funds talk that 
Victor R. Goldberg, general agent of 
Mutual Benefit Life at Hempstead, 
N.Y., has given before various audi- 
ences, most recently at a monthly edu- 
cational meeting of New York City 
Life Underwriters Assn. Mr. Burr pro- 
tested in advance against the talk’s 
being scheduled. 

Mr. Burr emphasized the need for 
both life insurance and mutual funds 
in serving the insurance-buying and 
investing public and also the segments 
of the economy needing financing. 
There was special interest in his 
forthright position on the need for 
ample cash-value life insurance, in 
decided contrast to that of many mu- 
tual funds salesmen, who decry life 
insurance for anything but its death 
benefits. 

Discussing family security needs Mr. 
Burr said: 
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NOTES ON A LAUNCHING PAD... 


This talk about launching men 


into space has a familiar ring. 


We've been launching men for 
years ... into careers, that ts, 


... and the sky’s still the limit. 
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“The first need is for cash or jt. 
equivalent, immediately availiable to 
meet unforeseen family cash emer. 
gencies. 

“The second is for insurance—gyg. 
ficient life insurance protection to 
meet the cash and continuing income 
needs of the family in the event of 
the breadwinner’s premature death, 
Accident and sickness insurance Come 
at this point too. Term insurance Tay 
well be a part of the life insurang 
program, but there is no substitute 
in my opinion, for the values provig. 
ed by permanent, cash-value life jp. 
surance in amounts the family ¢op. 
siders adequate.” 


‘Adequacy’ Answers Old Puzzle 


That last sentence, with its endorse. 
ment of cash-value life insurance 
and particularly its definition of ade. 
quacy as the amount the family ¢op. 
siders adequate—seemed to provide 
the audience with the answer to the 
long-unsettled question, What does g 
mutual funds man mean when he says 
that “adequate life insurance” should 
come before investment in equities? 

So “adequate” was Mr. Burr’s defi. 
nition that among the numerous ques. 
tions asked him there was none deal- 
ing with how much life insurance ; 
man should own before buying mutual 
fund shares. 

Mr. Burr said the third step in fam. 
ily financial planning should be % 
carefully conceived program for jp. 
vestment in equity securities.” 


Needn’t Be Speculation 


“Note that I say investment,” he 
pointed out. “Here is a wide gulf of 
misunderstanding between our _ two 
businesses. Common stock ownership 
is not necessarily speculation or gam- 
bling. A sensibly conceived program 
for long-term purchase of common 


stocks is investment just as much as} 
the purchase of a long-term endow- |} 


ment policy. The medium is different, 
end the risks are different, but catas- 
trophe in one area would almost cer- 
tainly spell catastrophe in the other. 
“A fourth step—and one _ which 
should be taken by only relatively few 
families—is speculation. We _ owe 
much of our national growth to the 
speculator, and we would do a genuine 
disservice to our eccnomy to discour- 
age speculation by the person who is 
in a position to speculate in terms of 
his long-range financial planning 
You will note that I have not men- 
tioned gambling, which, as opposed to 
speculation, creates risk and serves no 
useful social er economic purpose.” 


Enough Cash Available 


Available figures seem to indicate 


that the American people have a total 
of nearly five months disposable in- 
come in cash or its equivalent, which 
he termed a surplus. 

As to life insurance, 112 million pe0- 
ple own policies with a face value of 
$493 billion. Average coverage pe 
policyholder is $4,400 and per family 
is about $11,000. But 30% of this Is 
group and 4% is creditor life, so Mm 
terms of individually purchased ordi- 
nary and industrial coverage the aver- 
age policyholder owns about $2,816 of 
life insurance and the average family 
coverage is only about $7,260. 


“Now deduct an unknown amount | 


of term life insurance from this and 
the result is a surprisingly low to 


. no 
of permanent life insurance in force, 


he said. “Certainly it appears that 
the best-insured nation in the world 
is still an underinsured nation, does it 
not? 

“Those responsible for step 
family planning-—the securities 
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ness—have done rather poorly, when 
measured in terms of wide public 
ownership of equity securities. Only 
10 million people own common stocks. 
Of these, 2 million are owners of mu- 
tual fund shares. 


More Should Own Stocks 


“While common stock ownership 
will probably never be as widespread 
as life insurance ownership, it seems 
obvious that more than 9% of the peo- 
ple who own life insurance ought to 
own common stocks. This would be 
not only in the best interests of their 
own financial plans, it would also be 
in the best interests of the economy. 
Traditional sources of risk capital are 
drying up, yet each year from 1958 
to 1965, on average, the securities 
pusiness must raise $3.3 billion of new 
equity capital, in contrast to the $1.7 
billion average per year from 1946 
through 1957. 

“To me it is perfectly clear that 
both the securities business and the 
life insurance business have a tremen- 
dous selling job to do. You must dem- 
onstrate to your public the desirability 
of owning permanent life insurance. 
We must develop a much wider pub- 
lic.” 

Mr. Burr was introduced by his old 
friend and former co-worker, Donald 
F. Barnes, vice-president and direc- 
tor of advertising of Institute of Life 
Insurance. 


30,000 Agents Enlisted In 
Public Service Programs 


More than 200 local life agents as- 
sociations, representing some 30,000 
members in 43 states, have enrolled in 
the 1959 public service program spon- 
sored by Institute of Life Insurance 
and National Assn. of Life Underwrit- 
ers. The participating associations this 
year are undertaking community 
health and welfare projects connected 
with the Heart Fund, United Fund, 
Red Cross, Cancer Crusade, mental 
health, Boy Scouts, polio control and 
programs for children. 

Dr. Louis I. Dublin, health and wel- 
fare consultant of the institute and 
coordinator of the program, has said 
that bronze public service plaques will 
again be presented to four associa- 
tions whose projects are judged out- 
standing for the year. In addition 
each winning association will be hon- 
ored at a public dinner in its home 
town next fall. 


Ind. Legislature Kills 
15-Year Residence Bill 


The bill to require 15 years residence 
in the state for officers of domestic 
fraternals was killed in the Indiana 
senate with departmental opposition. 
The senate has approved a measure 
calling for a six-member committee 
to investigate hospital costs and oper- 
ation. 

The bill to increase surplus require- 
ments on new stock companies to a 
minimum of $250,000 has passed both 
houses. It will make the total capital 
Tequirements in the state $450,000— 
$200,000 capital, $250,000 surplus. A 
bill to increase the percentage of com- 
pany assests that can be invested in 
purchase lease contracts from 5% to 
8% and to permit such investments to 
be made in Canadian real estate has 
Passed both houses. 


Every 24 hours during 1958, Ameri- 
can families received an average of 
nearly $20 million from their life in- 
surance policies, according to Insti- 
tute of Life Insurance. 
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Urges Better Small-Company Deduction 


(CONTINUED FROM PAGE 1) 


American life insurance and new and 
additional investible funds available 
for the development of the American 
economy.” 

Speaking as president of Union Cen- 
tral, Mr. Lloyd suggested that the Sen- 
ate finance committee consider the 
proposal to use a five-year intra-com- 
pany average in computing investment 
income under phase 1 of the bill. 

“This has the effect of putting each 
company completely upon its own ex- 
perience without any consideration 
whatever of the results of the opera- 
tions of its competitors and this we be- 
lieve to be desirable,” Mr. Lloyd said. 


Cites Inequities Of 1942 Law 


Referring to inequities in the in- 
dustry-wide formula used in such leg- 
islation as the 1942 act, he stated that 
the formula “in some years developed 
no taxable income at all from most 
companies and thus practically no rev- 
enue for the government from the in- 
stitution of life insurance; and in other 
years would have resulted in compa- 


nies with very large investment in- 
come paying much less than 52% of 
such net income in taxes while many 
would have paid much more than 52% 
and some, including our own company, 
would have paid as much as 75% and 
even more of their taxable net invest- 
ment income in taxes.” 

Mr. Lloyd then turned to the tax 
treatment of dividends paid to policy- 
holders on participating policies: 

“The suggestion which the big mu- 
tuals propose under which they ask 
for credit of one-half the difference 
between the taxable income developed 
under phase 1 and that developed. un- 
der phase 2 is the very heart of this 
dividend controversy.” 

He stated that under such a plan 
these companies “would be charged 
with only one-half of any deficit de- 
veloped even though such a deficit 
were produced by policyholder divi- 
dends and they have complete control 
over how much they pay out in divi- 
dends.” 

Speaking against any postponement 
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of the bill, Mr. Lloyd urged the com- 
mittfee not to delay on a permanent 
form of taxation, but to “put an end to 
the uncertainty which has hung, year 
after year, over the life insurance in- 
dustry as to upon what tax basis it 
would be operating. You wouldn’t want 
to operate a business under such un- 
certainty and no one should be asked 
to do so.” 


Wins Maszachusetts Mutual 


Field Championship Award 

J. Frank Kelley III of the Humph- 
ries agency at Atlanta, has won Mas- 
sachusetts Mutual’s field champion- 
ship award, leading other agents of 
the 36th home office school for career 
agents during their six months’ period 
of field supervision. Mr. Kelley de- 
livered $939,125 on 33 lives to place 
first in volume, commissions and 
over-all performance. 

Other leaders in the competition 
were James A. Davis, Harper agency, 
Chattanooga; Harold L. Whitney, 
Woods & Tussey agency, St. Louis; 
Elry G. Falkenstein, Jordan agency, 
Chicago, and Wilbur W. St. Clair Jr., 
Jones agency, Washington D. C. 
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This old and accepted adage is particularly true when applied to 
a company’s efforts to coordinate its “left hand” (Advertising) 
with its “right hand” (Sales Promotion). 

At Prudential our Advertising and Sales Promotion work hand 
in hand. Their efforts help support Prudential’s modern sales 
organization. The result is a twentieth century sales program that 
brings more protection to more people. 
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Changes In The Field 


Prudential 


Howard L. Agee, district manager 
at Hibbing, Minn., since 1957, has been 
assigned to a similar post at St. Paul, 
succeeding Robert J. Carlson, now di- 
rector of agencies of the Minneapolis 
regional home office. Mr. Agee went 
with the company in 1954. 

Paul C. Burke, training consultant 


at Norfolk, has been promoted to man- 
ager of the Winston-Salem district 
agency. he joined Prudential at Norfolk 
in 1952, and was named manager in 
1954. 

William D. Hanger, a training con- 
sultant in the western home office at 
Los Angeles, has been named manager 
of the Harbor district agency at Tor- 
rance, Cal. He joined Prudential at 
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Torrance in 1946, became a staff man- 
ager in the South Bay district office 
there in 1949 and was named as a con- 
sultant in 1957. 


Lincoln National Life 

Andrew W. Varga of the company’s 
Edgar R. Small & Associates agency, 
Peoria, and Robert W. Milton, Home 
Office agency, Fort Wayne, have been 
named supervisors at their respective 
agencies. Mr. Varga joined the com- 
pany at Peoria in 1954, shortly after 
his career as a professional baseball 
player was ended because of an in- 











JOHN F, MUNCH, CHIEF LIFE UNDERWRITER, SEMINAR DIRECTOR, AMERICAN UNITED LIFE INSURANCE COMPANY, PRESIDING 


Taking the “risk” out of Risk Selection 


This is American United’s Risk Selection Seminar. It is for 
American United Reinsurance clients including officers and 
home office underwriters. 

With more than 50 years of experience in Reinsurance 
and substandard underwriting, American United has mas- 
tered the technical intricacies of the field. This background 
of experience and know-how provides the variety of aids 
and counsel for our Reinsurance partners. 

During the semi-annual Seminars, there are opportuni- 
ties to explore new ideas, to examine tried and tested rou- 
tines, to find better ways for client company agents to enter 
the competitive market with the ability to write any appli- 
cation they are authorized to solicit. 

In short, American United helps Reinsurance clients help 
themselves through seminars as well as through personal 
consultation. The results are more business, better business, 
better profits. This is the ‘Partnership Philosophy’ in spirit 
and action . . . the way you'll find it here! 
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INSURANCE COMPANY -e 


Find out why more and more companies in the East, West, North 
and South... as well as in Hawaii and Alaska... are placing their 
Reinsurance business with American United. Call or write H. Hart- 
zell Perry, Vice President, Reinsurance, American United Life In- 
surance Company, Indianapolis 6, Indiana, WAlnut 3-7201. 
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jury. Mr. Milton entered the life jp. 
surance business in 1949, going wit 
Lincoln National at Lafayette, Ind., in 
1957. He is a graduate of Purdue Jp. 
stitute. 


New England Lif 


The Flint dis- 
trict office has 
been raised to gen- 
eral agency status 
with Harvey C. 
Yudell, district 
manager there 
since 1955, as man- 
ager. 

Arthur T. Prew 
has been appointed 
sales director of 
the Buda agency 
at Detroit. 





Harvey C. Yudell 


Occidental Of California 


Robert B. Busman has been appoint- 
ed assistant brokerage manager of the 
Shipley agency at Van Nuys, Cal. He 
joined Occidental in 1948 and since 
1956 has been with the Shipley agency, 


John Hancock 


Appointed gen- 
eral agents are Na- 
thaniel J. Cooper- 
man and Herman 
Groman at Rich- 
mond Hill, N. Y., 
and Jack Chast at 
Woodside,N.Y. 
Messrs. Cooper- 
man and Groman 
both have over 17 
years’ experience 
in the life business. 
Mr. Chast, a CLU 
with 11 years’ ex- 
perience, has been in personal produc- 
tion as a supervisor and general agent. 

In the district agency department, 
Raymond Calvert, former supervisor 





N. J. Cooperman 





Jack Chast 


Herman Groman 


of field training in the southeastern 
region, transfers to the eastern New 





York, New Jersey and Connecticut re- 
gion as regional supervisor, adminis- 
tration, and is succeeded by Henry P. 
Hendricks Jr., assistant district man- 
ager since 1955. 


Continental Assurance 


Joseph Cunix has been appointed 
manager at Dayton. In the business 
since 1930, he has been in brokerage 
management in Dayton for several 
years. 


Aetna Life 


Appointed general agents are: 

Herbert J. Eudnick and Norman G. 
Levine, both at New York. Mr. Bud- 
nick, president of the Bronx branch 
of New York City Life Underwriters 
Assn., has been in the life business 
since 1947. Mr. Levine has been assist- 
ant general agent of the Bikoff agency 
in New York. 

Harold C. Newman at Jamaiea, N.Y. 
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He has been supervisor of the Austin 
agency at Brooklyn since 1955. 


Northwestern Mutual 


Dennis W. Laudon has been named 
general agent at Milwaukee, succeed- 
ing Willard L. Momsen, who is retir- 





Dennis W. Laudon Willard L. Momsen 


ing. Mr. Momsen, who joined the com- 
pany in 1932, was general agent at 
Boston before taking the Milwaukee 
position. He will continue in a con- 
sultative capacity. Mr. Laudon joined 
Northwestern Mutual in 1949 and was 
appointed assistant to Mr. Momsen in 
1951. 

Will H. Froehlich has been appoint- 
ed assistant to the general agent of 
the Craig agency at Milwaukee. He 
succeeds Paul E. Herbst, who has been 
assigned to Toledo as general agent. 
Mr. Froehlich has been manager at 
Milwaukee of Occidental Life of Cal- 
ifornia. 


Provident Mutual Life 
Robert E. Mateer Jr. of the home 
office management training unit be- 
comes manager at Pittsburgh. Peter 





Robert E. Mateer Jr. Peter L. Sprecher Jr. 


L. Sprecher Jr., who was supervisor 
at Indianapolis before entering the 
training unit, goes to Madison, Wis., as 
manager. Grover E. Johnson has been 
appointed district manager at Fresno. 


Colonial Life 


Norman G. Mas- 
sey Jr. has been 
ippointed manager 
at Lancaster, Pa. 
A former district 
manager of Jeffer- 
son Standard, he 
entered the life 
dusiness with Met- 
topolitan Life in 
1938. He is a CLU. 





Norman G. Massey Jr. 


Great-West Life 


HG. Corrigan has been appointed 
district manager at Vancouver, Wash. 
J. P. Semmer has been named super- 
visor at Newark and C. F. Boskill su- 
pervisor at Saskatoon, Sask. Mr. Sem- 
mer, formerly supervisor at Pittsburgh, 
has been with the company since 1956, 
and Mr. Boskill has been at Saskatoon 
since 1955. 


Midland Mutual 


The company has appointed Harold 
S. Jacobs general agent at Tucson. He 
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has had several years of experience 
in personal insurance and most recent- 
ly was an assistant manager for Pru- 
dential. 


Massachusetts Mutual 


Bernard E. Got- 
ta Jr., formerly of 
the Jordan agency 
at Chicago, has 
been named gener- 
al agent at Fort 
Wayne. He entered 
the life field with 
Lincoln National 
Life at Fort 
Wayne, and was 
later named re- 
gional group man- 
ager for Texas and, 
in 1949, at Chicago. 
He is a CLU. 

James M. Kelly has been appointed 
district group representative at Oma- 
ha. For the past eight years he has 
been manager of the group insurance 
service subsidiary of a St. Louis trade 
association. 


Bernard E. Gotta Jr. 





Guardian Life 


Myrtus W. Maf- 
fett, former agent 
at Shreveport, La., 
has been appoint- 
ed general agent 
there. He entered 
the life field in 
1953. 


Myrtus W. Maffett 


STANDARD LIFE OF MISSISSIPPI 
has transferred George L. Tatum, 
staff manager at Chattanooga, to Mem- 
phis as district manager. 





Dismiss Craftsman Charge 


Federal Trade Commission has dis- 
missed its complaint of false A&S 
advertising against Craftsman Ins. Co. 
on jurisdictional grounds cited by the 
Supreme Court in the National Cas- 
ualty case. 
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Chicago CLUs Ready 


Annual Economic Confab 


Chicago CLU chapter will hold its 
annual economic conference March 19, 
9 a.m. to 12:30, in the Prudential build- 
ing auditorium, Chicago. Maurice Ole- 
nick, internal revenue agent, whose 
province is estate and gift tax law, 
will discuss “Highlights: Valuation of 
Business Interests: Attribution; De- 
ferred Compensation.” 

Attending in addition to the CLUs 
will be members of Chicago Assn. of 
Life Underwriters, Life Insurance & 
Trust Council and other attorneys and 
accountants. 

Registration is $5 and requests for 
tickets-should be sent to Chicago CLU 
chapter, 105 West Madison Street. 

Massachusetts Mutual has made a 
cash gift of $35,000 to Independent 
College Funds of America, Inc., which 
in turn will distribute the grant to 
members of the Assn. of American 
Colleges. The contribution is $5,000 
more than Massachusetts Mutual made 
a year ago. 
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$2,427,427,763.00 


$70,768,012.78 





Another year of outstanding production gains — thanks to an 
outstanding group of career Provident producers and brokers. 
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HOW MUCH 


IS A LOT? 





That depends on you! It de- 
pends on how much money 
you want to make — and 
whether you can instill in 
others your spirit of accom- 
plishment and “know how”. 
So, ask yourself: 


Can I show others how to 
prospect —to get leads 
from their own efforts, 
ability and imagina- 
tion and not depend on 
the home office or their 
supervisor? 


Can | inspire others to 
tell a convincing story 
—and do better with a 
proven competitive 
merchandising plan, 
featuring dismember- 
ment—lifetime income 
—top value income 
settlement option— 
and the premium pay- 

| ment plans of the- 

future, Check-O-Matic 
and Aut-O-Check? 


Can | inspire others to 
enjoy competition— 
and more important, to 
compete with them- 


reer nse can 
nies 


selves? 

Can | instill in others the 
bod desire to earn—more 
io money by making the 
ea most of their abilities? 


If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
_ you have an Ohio State Life 
~~ Contract which offers: 





Highest iifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top Ist year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 
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Yosses (2 ance | Im pdny 
y 
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set up on the books of each life insur- 
ance company as a hedge against se- 
curity losses. There are other similar 
reserves and it is part of my job to 
insist that companies maintain differ- 
ent types of reserves in order that 
policyholders may be protected. 

I believe that the creation of re- 
serves and additions to reserves which 
are required by a state insurance de- 
t partment should be a deduction from 
gross income for tax purposes. Unless 
the Senate changes the bill to specific- 
ally provide for this, I think that 
our decisions as to the type of reserve 
required and the amount of such re- 
serves may be ignored for federal tax 
- purposes, and that companies comply- 
-. ing with our orders may incur the 
penalty of disallowance of a tax de- 
duction. 

I think it highly probable that our 
rulings as to the amount of such re- 
~ serve will be challenged by the Treas- 
ury Department. For example, I find 
that rulings issued by other regulatory 
- agencies have been ignored by the 
' Internal Revenue Service in comput- 
| ing tax liability. 

I was heartened to read the colloquy 
between Reps. Simpson and Mills 
concerning the usurpation of state reg- 
— power. Mr. Mills said: 
fa - We are trying” to preserve | as 

































No. American Accident Honors 
Fisher For A&S Sales Record 

I. T. Fisher, Malcolm Bryant agency, 
+ Portland, Ore., has been named “man 

of the year” for 1958 by North Amer- 
ican Accident. He has been a top pro- 
ducer in A&S franchise during his 30 
years with the company and his sales 
» have contributed heavily in making 
| the Bryant agency a three-time winner 
of the company’s Founder’s trophy for 
top A&S production. 


Seeks To Keep Treasury Out Of Regulation 


(CONTINUED FROM PAGE 1) 


best we can in this bill the manage- 
ment of this industry in the hands of 
the state regulatory agencies and not 
to change in any way that situation so 
as to turn over to the commissioner of 
internal revenue, the Secretary of the 
Treasury, or anyone else in Wash- 
ington the regulatory authority.” 

Despite this assurance I think the 
provisions of the bill encroach upon 
our regulatory powers. In my state the 
income received from the payment of 
premium taxes is the seventh largest 
source of revenue. I think it highly 
probable that my state will have to 
increase the premium tax in the near 
future. I needn’t spell out for you the 
effect the tax proposed by H.R. 4245 
will have on any attempted increase 
in the taxation of premiums. I cannot 
believe that Congress would deliber- 
ately infringe upon the powers of the 
various insurance departments in pro- 
tecting the interest of policyholders 
everywhere. I do think, however, in 
view of the possible tax effect of some 
of our rulings with respect to contin- 
gency and other reserves, that the 
finance committee should make it 
abundantly clear that the authority of 
insurance departments to regulate and 
control the reserves of life insurance 
companies be maintained and recog- 
nized for tax purposes. 

Under the provisions of the McCar- 
ran act, Congress re-ceded to the vari- 
ous states the right to regulate the 
insurance business. I do not want the 
McCarran act repealed by implication 
or by placing the Treasury Department 
in a position of being a co-regulator 
of insurance along with the state de- 
partments. 

As administrator of state government 
I feel it is my duty to express my 
opinion of the bill to the committee 
and ask that you consider some amend- 
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sured. 


each of the three Fontenot boys. 


issuance of its one millionth policy. 




























Issuance of its one millionth policy by Great Southern Life was made the 
occasion for a luncheon and special presentation. The insured was Havely 
Fontenot of Beaumont, who bought a family plan. His policy was delivered at 
the luncheon by President Pat M. Greenwood of Great Southern to Mrs. Fon- 
tenot on a symbolic golden platter, with the entire Fontenot family present to 
receive the policy under which the mother, father and three children are in- 


Along with the policy, Mr. Greenwood presented a $100 U. S. savings bond to 
After the policy presentation, Mr. Greenwood awarded a gold watch to Sam- 


uel Ross of the Beaumont agency, which sold the $9,400 policy to the Fontenots. 
Mr. Greenwood traced the 50 years of Great Southern Life preceding the 
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ments which will protect state’s rights 
Specific statutory language should be 
inserted in the bill which will insure 
that the right and duty of a state 
commissioner of insurance to regulate 
all reserves and otherwise control the 
financial operations of a company 
subject to his jurisdiction cannot be 
challenged by the Treasury Depart- 
ment. It should be made perfectly 
clear that the commissioner of inter. 
nal revenue has no authority to ques. 
tion the existence of or additions tg 
any reserve required by a state insur. 
ance department. 





READY To" q 
STEP UP? : 


BEA 


GENERAL AGENT 


YOU may be the man qual- 
ified in Life and Accident 
and Sickness Insurance who 
is ready to step up to the 
General Agent level. 

Old Line Life offers such a 
man Agency Building op- 
portunities... You'll receive 
the sales material, plans, 
commissions, assistance and 
know-how you need to do 
the job successfully. 

Act now — write for full 
details. Learn what we can 
do to make your step a 
rewarding one — 


For full details write F. D. 
GUYNN, VP and Director 
of Agencies. Dept. N-3. 


.°” IN CALIFORNIA, FLORIDA, ILLINOIS, 
.’ _ INDIANA, IOWA, MICHIGAN, MINNE- 
yy SOTA, OHIO, SOUTH DAKOTA, 

*. WISCONSIN 


o.nfrh™ 


INSURANCE COMPANY OF AMERICA 
HOME OFFICE MILWAUKEE 
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Home Office Changes 


Mutual Of New York 


H. Russell Free- 
ston Jr. has been 
named assistant 
director of man- 
agement training. 
Mr. Freeston has 
been with Con- 
necticut General 
since 1941 at the 
home office and 
later as agent and 
assistant manager. 
He is a CLU. 





H. Russell Freeston Sr. 


Indianapolis Life 

Roy V. Proctor 
has been named 
manager of public 
relations and sales 
promotion. He has 
10 years experi- 
ence in life insur- 
ance sales promo- 
tion, including 
service with Pacif- 
ic Mutual and U. S. 
Life. He also serv- 
ed on the editorial 
and circulation 
staffs of the Rocky 
Mount, N. C., Evening Telegram. 


Allstate Life 
Calvin Fentress Jr., chairman of All- 
state and Allstate Fire, has assumed 
the chairmanship of Allstate Life. He 
succeeds Clarence B. Kenney, who will 
remain as senior vice-president of the 





Roy V. Proctor 





C. B. Kenney 


Calvin Fentress 


casualty and fire companies, a posi- 
tion he retained while he was the life 
company chairman. He is also a di- 
rector of the companies. Mr. Kenney 
played an active role in the launching 
of the subsidiary life company in 1957. 

Judson B. Branch continues as pres- 
ident of the casualty, fire and life com- 
panies. Two new directors have been 
elected: Gordon Metcalf, midwestern 
territorial vice-president of the parent 
Sears, Roebuck & Co., and L. E. Oli- 
ver, southern territorial vice-president 
of Sears. 


Pacific Mutual 


Garland C. Baker of the policy issue 
department has been named mer- 
chandising research assistant, and 
Stephen Berliner of the agency finance 
department has been appointed assist- 
ant to the agent training and develop- 
ment manager. Mr. Baker has been 
in the business 30 years and went with 
Pacific Mutual in 1953. Mr. Berliner 
joined the company in 1955. 

John P. McKee has been named 
Cleveland home office representative 
in the group department. Previously at 
Washington, D. C., he will now work 
directly with R. Dean Cleveland, 
Cleveland group manager, in sales, 
Service and pension plans in the Great- 
er Cleveland area. 


Southwestern Life 

Named as 2nd vice-presidents are 
Douglas Ibbott, W. E. Underwood Jr., 
Jeff Nickelson and Ora W. Walk. The 
latter two men are CLUs. Mr. Ibbott, 
chief underwriter, and Mr. Underwood, 
in charge of electronic data processing, 
were advanced from assistant secre- 
tary. Messrs. Nickelson and Walk con- 
tinue as assistant agency directors. 

Dr. William H. Lindsey, a member 
of the medical staff, was appointed 
assistant medical director. Robert F. 
Pettersen was promoted from group 
sales supervisor to assistant director of 
group sales. Sam M. Davis Jr., actu- 
arial assistant, was named as an as- 
sistant actuary. Lamar R. Dickerson 
was promoted to the newly-created 
position of cost analyst in the auditing 
division. 

Republic National 





Leo W. Horswell 
has been appointed 
vice-president of 
the pension divi- 
sion. He has had 
several years ex- 
perience in group 
and pension sales 
and administration 
and was formerly 
with Pacific Mu- 
Leo W. Horswell tual Life. 

William H. Gillman has been ap- 
pointed special reinsurance represen- 
tative. 





Life Of Georgia 


Elected directors are W. Sheffield 
Owen, vice-president for business de- 
velopment, and Al B. Richardson, vice- 
president, public relations. Mr. Owen 
joined Life of Georgia in 1945 as head 
of the ordinary department. Mr. Rich- 
ardson, 1955-56 president of Life Ad- 
vertisers Assn., has been with the com- 
pany since 1946. 

Jason B. Gilliland, associate general 
counsel, and W. E. Leland, manager 
of the mortgage loan department, have 
been elected assistant vice-presidents. 
Mr. Gilliland became assistant gen- 
eral attorney in 1949 and Mr. Leland 
joined Life of Georgia in 1953. 


Midland Mutual 


Robert E. Rich- 
ard has joined the 
company as assist- 
ant director of 
agencies. For 18 
years he has been 
with Security Mu- 
tual of Bingham- 
ton, most recently 
as superintendent 
of agencies. He has 
23 years of exper- 
ience in field and 
home office work. 





Robert E. Richard 


Massachusetts Mutual 
Elmer R. Warner, former regional 
group pension representative at Chi- 
cago, has been appointed manager of 
group pension field services. He joined 
Massachusetts Mutual in 1947. He is 
a CLU. 


Connecticut General 
Frank O. H. Williams, vice-president 
since 1958 and former manager at 
Hartford, has been elected a director. 


John Hancock 


In the district agency department, 
Russell Alberding, former assistant 


manager in the personnel division of 
American Management Assn., has been 
appointed training specialist in the di- 
vision of marketing management. 


General American 
Charles E. Fritsche, director of agen- 
cy training, has been appointed direc- 
tor of executive and employe benefit 
plans. He has been in the agency train- 
ing department since joining the com- 
pany in 1941. 


SUPREME FOREST WOODMEN 
CIRCLE has elected Miss Blanche 
Eakin president to succeed the late 
Mrs. Florence H. Jensen. Mrs. Lena 
Shugert has been named lst vice- 
president and Mrs. May Beaver treas- 
urer. 


NATIONAL BANKERS LIFE has 
appointed Rufus T. Higginbotham Jr., 
Dallas attorney, associate legal coun- 
sel. 


PALMETTO STATE LIFE has pro- 
moted Jonathan L. Dieter, former as- 
sistant vice-president and director of 
ordinary agencies, to vice-president 
and director of ordinary agencies, and 
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Roy V. Lind, former associate counsel, 
to assistant treasurer and associate 
counsel. 


HOMESTEADERS LIFE has named 
George L. Hamlin vice-president and 
directors of agencies and appointed 
John W. Matchell field’ supervisor at 
the home office. 


CROWN NATIONAL §LIFE—Jack 
H. Braunig has been named execu- 
tive vice-president. He was formerly 
general agent for Massachusetts Mu- 
tual at Philadelphia. 


CALIFORNIA '  LIFE—Robert J. 
Thurow has been appointed director 
of agencies. 


Lincoln National Dividend : 


Declaration of a dividend of $1.50 
per share covering the remaining three 
quarters of the year was announced by 
Lincoln National Life following the 
annual meeting. The dividend will be 
payable as follows: 50 cents May 1 on 
stock of record April 10, 50 cents Aug. 1 
on stock of record July 10; and 50 cents 
Nov. 1 on stock of record Oct. 10. 











back for more. 


Where Does A 
Circle End? 


If it's a sales circle and if you start it with an Occidental 
Change-Easy policy, it shouldn’t end until you've covered 
your client's every need, step-by-step, over a long period. 


Two reasons: (1) We make it easy for the insured to in- 
crease his protection — by adding rider benefits to his 
original policy. (2) We make it attractive by charging only 
one basic administrative cost per policy, regardless of the 
number of riders added. 


And since premiums on the basic policy are graded by 
size, the bigger the package the lower the cost per $1,000. 


That’s why Occidental Change-Easy insurance builds 
clientele. Policyholders soon discover it pays to come 


Thus the circle never ends. 






We pay Lifetime Renewals...they last as long as you do! 
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Lite Men Get Advice From ‘Millionaires’ 


‘CONTINUED FROM PAGE 22) 


of stockholders can use corporation 
funds to finance what amounts to 
personal life insurance purchases, Mr. 


Stix said. One way of doing this is an 
agreement with the company that it 
will pay their salary to the widow for 
a specified amount of time. The cor- 
poration purchases life insurance on 
the stockholder, naming itself the 
beneficiary, to provide the funds for 
the salary continuation program. 

One of the selling points with this 


method is that $5,000 of the amount 
paid to the widow is tax-free. And the 
life proceeds are tax-free to the cor- 
poration. Since most corporations are 
in the 52% tax bracket, 52% of what 
it pays the widow is “paid by Uncle 
Sam,” Mr. Stix pointed out. 

Listing the split dollar as another 
way to obtain additional personal in- 
surance, the speaker noted that many 
life companies have added the term 
dividend option to their contracts so 


FieNATIONAL UNDERWRITER 


that the employe does not have con- 
stantly reducing protection, and on his 
death his heirs get the full face 
amount of the contract. “This is one 
of the few methods of making cash 
in a corporation’s surplus serve a 
personal purpose without paying per- 
sonal income tax on it,’ Mr. Stix 
declared. 
Other Dollar Sources Cited 

Also named as dollar sources for 
new business were pension and profit 


sharing plans and group life. For key 
personnel where these methods do not 





The Continental-National Group 


5: Seen 
Home-Guard 


Fire Insurance... Disability Income... Life Insurance 


All Wrapped Up in One Complete Package— 
On an Easy-to-Pay Single Monthly Premium Basis 


Now independent agents are placed in a position 
to sell homeowners a new concept in home pro- 
tection ... all needed coverages in one package: 
(1) fire insurance in any desired form; (2) mort- 
gage disability income insurance; (3) mortgage 
cancellation life insurance. The total cost is pay- 
able in single, low monthly installment premiums. 

Three great companies have combined their 


Full details will be sent on request 


YOURS FOR RE Oy Wi 


Continental 


Assurance 
COMPANY 


ONE OF CONTINENTAL-NATIONAL GROUP 


resources to make possible this broad concept ir 
protection. To the homeowner, it means an enc 
to a complexity of policies with uncoordinatec 
renewal dates... and relief from the burden o! 
annual fire premiums. 

To you, Home-Guard provides a means to 
solidify your present business by‘ removing it 
from competitive pressures. 





Contact any general agent of Continental 
Assurance Company, Continental Casualty 
Company or National of Hartford Companies 
or write— 


Home-Guard Department 
CONTINENTAL ASSURANCE COMPANY 


310 South Michigan Avenue 
Chicago 4, Illinois 
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fit the picture, Mr. Stix suggests the 
corporation—‘“in a_ selective incentive 
plan”’—pay half the life premium 
and the employe the other half. The 
money paid by the employer for his 
half is tax-deductible and, since the 
employe’s tax is withheld, he has no 
additional tax to pay. The policy be. 
longs to the employe without any 
strings. 

Mr. Stix concluded with the state. 
ment that an enormous amount of 
term has been purchased in the lag 
few years because of the lack of 
available cash to pay the higher pre- 
miums for permanent insurance. 

The meeting also heard that the 
association’s drive for 700 members jn 
1959 has passed the half-way mark 
Also, Everett V. Clough, district man. 
ager Prudential, and Glenn L. Brickey 
Metropolitan, have been named to the 
board to fill the unexpired terms of 
Joseph Langlois, Prudential, and Cle. 
mens Runge, Metropolitan, respective. 
ly. 


Beneficiaries Of Social 
Security Widely Insured, 


Government Survey Shows 


The broad ownership of life insur- 
ance by those who are beneficiaries 
of social security is illustrated in q 
survey by the Social Security Admin- 
istration. 

Seven out of every 10 couples re- 
ceiving old age benefits carry life 
policies, averaging $1,810, with 10% 
of these couples carrying $5,000 or 
more, the survey showed. Some 50% 
of the single retired workers and 
aged widows were found to be in- 
sured. 

In mother-with-children groups re- 
ceiving survivorship benefits, life in- 
surance was owned by at least one 


member in almost four-fifths of the | 
families surveyed, averaging $2,590, | 


and totaling $5,000 or more in 14% of 
the cases. 


United Fund Award To Hanock 

A blue ribbon award for participa- 
tion in the 1959 Greater Boston United 
Fund campaign has been ‘presented to 
John Hancock. The award was made 
on the basis of an employe group with 
60% or more members pledging to the 
fund, through a payroll deduction 
plan, their “fair share,” or 14 minutes 
of wages each per week. 


To Apply Quantity Discount Rates 

National Fidelity Life will apply 
quantity discount premium rates to 
permanent and level term plans on a 
non-participating basis. The reduced 
rates for males apply to policies of 





$10,000 or more. For females the re © 
duced rates are subject only to the © 
usual policy minimums. On most plans © 


the minimum is $1,000. 








MANAGEMENT 
8 CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 


Established 1945 


220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








Oo. R. CARTER 
Home Office Management 
Consultant and on How to 
Build a Sales Force or Sales 
Organization. 
818 Olive Street St. Louis, Mo. 
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Goldberg's Speech Excites Much Interest 


(CONTINUED FROM PAGE 6) 


«t would like to take this opportunity 
to tell you how much I enjoyed your 
speech on mutual funds last Thurs- 
day. I, too, have become angry on 
several occasions where mutual funds 
were sold as ‘replacements’ for life 
insurance, although I have never 
fought them the way you have. You 
talk gave me and my unit more am- 
munition than we have ever had so 
that we may properly advise our cli- 
ents against getting involved with so 
mediocre an investment as mutual 


funds. 
Philadelphia Heard From 


Letter from Philadelphia—“I have 
read with much interest and delight 
the furor your speech, ‘The Negative 
Aspects of Mutual Funds,’ is causing 
the National Assn. of Investment Com- 
panies. 

“Allow me to offer you. my heartiest 
congratulations. It’s about time some- 
one in the insurance industry took 
off the kid gloves and laid it on the 
line about mutual funds and their 
sales methods. 

“I heard a speech the other night by 
a mutual fund salesman that made 
me appear like an arch-criminal for 
having ever sold a nickel’s worth of 
permanent life insurance. Instead of 
supplying widows and orphans their 
bread and butter, a life insurance 
salesman was pictured as having tak- 
en away their rightful heritage and 
condemning them to poverty. 

“I would consider it a great service 
if you would furnish me a copy of 
your speech. I would like to use it as 
another weapon to stop any more of 
my clients from being led down the 
‘primrose path.’ ” é 


More Opinions Called for 
Letter from Beaumont, Texas—‘We 


| are having a lot of this kind of thing 


to contend with here. With some of it 
they are twisting old policies.” 

Letter from Wichita, Kan—‘You 
are standing in the position of one 
who has the courage to state his con- 
victions. More qualified men in our 
industry should express themselves. 
As you know, all over the country 
there are inflammatory articles being 
distributed to the discredit of the life 
insurance industry. We are having our 
share of it in the Wichita market 
and I am sure the same conditions 
exist all over the country.” 

Letter from New York—“It was a 
real pleasure to listen to what you 


: had to say and I only hope that some 
_ of our associates who are trying to 
; peddle mutual funds besides life in- 





LIFE—ACCIDENT AND 
HEALTH ADMINISTRATIVE 
OPENINGS—$30,000 - $10,000 
M. West 


Life V.P. (Actuary) $30,000. 
South Life President $20,000. 
East Life Agency Director $20,000. 
Chicago Life Actuary $17,000. 
East Life Controller $17,000. 
M.West Life-Assistant Controller $13,000. 
W. Coast A&H Contract Analyst $10,000. 


A postal card will bring “HOW WE OP- 
FRATE" outlining in detail our method of 
°peration—no obligation to register—no 
Contracts to sign. 


FERGASON PERSONNEL 


ge nance PERSONNEL EXCLUSIVELY 
S. Wells Chicago 6, Illineis 
HArrison 7-9040 











surance will analyze your message and 
come to their senses.” 

Letter from Cincinnati—“It sure 
sounded like something I could use, 
both for information and sales-wise.” 


Speech Prompts Invitation 


In a request for a copy of Mr. Gold- 
berg’s speech from Syracuse, a letter 
mentions the recent change in Syra- 
cuse Life Underwriters Assn. by- 
laws, which refuses membership in 
the association to anyone selling mu- 
tual funds and to any general agent 
who accepts business from an agent 
or broker who does. 

In a letter from Newark, a manager 
writes that one of his assistant man 
agers heard Mr. Goldberg’s speech 
and returned to his office so enthu 
siastic about it that an invitation to 
speak before a company agents group 
is extended to Mr. Goldberg. 

And from Oak Park, IIl., an engi- 
neer writes that he has read about 
the talk in the Feb. 16 issue of In- 
vestment Dealers Digést and would 
like to see a copy of the speech. 


Mathematics Contest For 
High Schoolers Given By 
Society Of Actuaries 


More than 100,000 students in high 
schools across the country participated 
in a national contest given by Society 
of Actuaries and Mathematical Assn. of 
America. The contest, which is. de- 
signed to help develop and sustain in- 
terest and scholarship in mathematics 
among secondary school students, is 
also meant to stir the desire in partici- 
pating students for the college train- 
ing necessary for successful careers in 
actuarial work, engineering and teach- 
ing—fields in which there is today a 
great and growing opportunity. 

Awards will be given to outstanding 
individual scholars and to top-ranking 
schoo; !eams. 


Two Freedoms Foundation 
Awards To John Hancock 


Two distinguished service awards, 
presented by Freedoms Foundation 
of Valley Forge, Pa., have been given 
to John Hancock for “outstanding 
achievement in helping to bring about 
a better understanding of the Ameri- 
can way of life during 1958.” 

The awards were won in the com- 
pany publications category by Han- 
cock’s News Weekly, and in the ad- 
vertising category by the ad _ series 
“Great Leaders.” A third award in 
the company publications category 
was also won by James A. Peirce, di- 
rector of the bureau of publications 
and editor of News Weekly. 


Murphy Joins Resolute 


D. D. Murphy has joined Resolute 
as a special agent. He began in the 
business as an agent for Carolina Life 
in 1928. He became chief inspector of 
field forces for the South Carolina in- 
surance department in 1938 and two 
years later was named deputy com- 
missioner. Advanced to commissioner 
in 1944, he held the post for 10 years 
and served as president of National 
Assn. of Insurance Commissioners in 
1953. 

Mr. Murphy was executive. director 
of National Assn. of Life Companies 
from 1954 to 1956 when he entered 
the general agency business in Char- 
lotte, N.C. 


Success Of State Mutual 
Policyholders Meeting Is 
Analyzed By PR Weekly 


Public Relations News, weekly pub- 
lication for PR professionals, has pub- 
lished a two-page analysis of the fac- 
tors contributing to the success of 
State Mutual Life’s regional policy- 
holder conference in Memphis, held 
last fall. 

The conference, the first of a series, 
the case study said was intended to 
“dispel any possible feeling of remote 
or indifferent management, have face- 
to-face communication with policy- 
holders, establish contacts with local 
opinion leaders, and win publicity and 
prestige.” . 

According to the study, the confer- 
ence was attended by approximately 
8% of all State Mutual policyholders 
in the Memphis area. 

“It is almost incredible,” the study 
said, “to find that virtually no mutual 
life insurance companies have... 
made use of this excellent public rela- 
tions tool.” 

The study concluded, “There is 
plenty of evidence that State Mutual 
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Norman Rockwell Painting 
Wins Freedoms Foundation 
Award For Mass. Mutual 


Massachusetts Mutual was directly 
involved in two of the George Wash- 
ington honor medal presentations re- 
cently made by the Freedoms Founda- 
tion of Valley Forge, Pa. 

On the one hand, Massachusetts 
Mutual won a medal for its Thanks- 
giving advertisement by Norman 
Rockwell which shows a family saying 
grace before a turkey dinner. 

A second award went to Screen 
News Digest, a monthly motion pic- 
ture series of current events and edu- 
cational features prepared by Hearst 
Metrotone News, which is distributed 
through the secondary schools of cen- 
tral and western Massachusetts as a 
public service by.-Massachusetts Mu- 
tual. 





has solidified its position in the ‘Cot- 
ton City’ region, and now the company 
will tackle a much larger regional 
meeting this spring—in Chicago.” 

The meeting was organized by John 
D. Drummey, public relations director. 
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Successful 
Future. . 





with an agency all your own! 


— FIRST STEP in making a beeline to a honey of an agency all 
your own is to take a good look at the State Life and our vigor- 
ous program of agency building. Those who qualify enjoy a high, 
liberal commission contract with retirement features, hospitaliza- 
tion and major medical benefits, career agent financing, bonuses for 
volume and persistency, full educational facilities, and a host of 
other advantages too numerous to mention here. Write immediately 
... there are terrific opportunities available in many states. 


DIHL H., LUCUS—Vice-President and Director of Agencies 
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full confidence to: 


Exceptional 


GROUP SALES OPPORTUNITY 
in Shreveport, Louisiana 


If you have at least three years of successful group sales 
experience, and are age 35 or under, you will find this 
managerial and sales opportunity well worth investigating. 


The opportunity is with the Provident Life and Accident 
Insurance Company in an established group insurance 
office in the growing business and industrial city of Shreve- 
port. Provident is one of the nation’s oldest and largest 
multiple-line organizations. A group insurance pioneer, 
the company ranks among the nation’s leaders in both 
group business volume and group experience. 


The man who fills this position should be a college grad- 
uate. He will begin his new job with a good salary and the 
assurance of future increases based on accomplishments. 
He will have a company car, good working conditions, and 
the same excellent retirement plan and employee benefits 
available to the home office staff. 


If your qualifications fit the job and your ambitions include 
personal growth, we would like to talk with you. Write in 


Edward L. Mitchell, Vice President 


PROVIDENT LIFE AND ACCIDENT INSURANCE COMPANY 
CHATTANOOGA, TENNESSEE 








MANAGER 
STATISTICAL DEPARTMENT 


A Health Insurance Group in a met- 
ropolitan city on the Eastern sea- 
board is looking for a person with 
managerial experience and a back- 
ground in mathematics, statistics 
and economic research, preferably 
an acquaintance with use of elec- 
tronic computers in statistical work. 

Salary commensurate with back- 
ground. Prefer age 30 or over. Send 
detailed résumés including past 
earnings. Write Box NY-6, c/o The 
National Underwriter Co., Adv. 
Dept., 17 John St., New York 38, 
N.Y. 


AGENCY DIRECTOR 


Prefer a man with special policy back- 
ground. He is now or has been a top per- 
sonal producer and is now a General 
Agent or number two Agency man in a 
Home Office. He will have complete 
charge of our present one-state agency 
organization and will spearhead our im- 
mediate expansion into other states. Com- 
pany is three years old with Home Office 
located in a Southwestern capital city. We 
have good capital structure with more than 
1,700 stockholders and one of the strongest 
Board of Directors in the industry. This is 
one of the top positions in the business and 
it offers a wonderful opportunity for the 
right man. All replies treated in absolute 
confidence. Direct complete résumé to Box 
F-10, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








GROUP LIFE POSITION 


Excellent opportunity for a young man 
with a minimum of two years experience 
in group contract design and preparation. 
Some experience with trust indentures and 
claim administration helpful but not essen- 
tial. Legal education desirable but not re- 
quired. Position available b of the 
recent entry by a progressive medium sized 
mid-western company into the group and 
pension trust field. Send complete résumé 
ond salary expected to Box F-2, c/o The 
National Underwriter Co., 175 W. Jack- 
son Blyd., Chicago 4, Ill. 








PIPER COMANCHE SALESMAN 


We desire a successful insurance agent with 
flying ability. Prefer a pilot with World War Il 
experience. Remuneration can be either on a 
commissioned or salaried basis. Please contact 
by phone or send résumé to: Ivyl Kenning, 
Mountain States Aviation Hangar 2, Stapleton 
Field, Denver, Colorado. 














REGIONAL DIRECTOR 
OF AGENCIES 


will do a good job of both building and super- 
vising. Few men have my qualifications. Prefer 
field residence in Midwest area. Write Box F-7, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





HeNATIONAL UNDERWRITER 


Insurance-Paper Publicity Furthers PR Aims 


(CONTINUED FROM PAGE 4) 


staff member is trying hard to assess 
correctly the news value of every 
piece of material he receives. But 
there are often considerations that 
make it seem that the editor is erratic 
or even downright whimsical in his 
news judgments. 


Available Space A Factor 


One such consideration is available 
space. In most papers this is heavily 
influenced by the ratio of paid adver- 
tising to the total content of the issue. 
This is known as the “ad ratio.” Each 
publisher knows there is a percentage 
below which the ad ratio had better 
not drop or his costs shoot up and 
his earnings plunge. The ratio can go 
below this point for a few issues but 
the below-par ratios have to be made 
up with above-par ratios or he winds 
up the year having earned so small 
a profit that he is, in effect, acting as 
a collection agency for the printer. 

So if you wonder why one news 
release got brief treatment while an- 
other that was no better got liberal 
space in another issue, it could well 
be that the difference was solely due 
to the amount of space that was avail- 
able for the news that the editor 
thought should be run. 





Home Office 
REGIONAL SUPERINTENDENT 
Well established midwest Life Com- 


pany entering expansion program, 
now interviewing men capable of 
Recruiting, Developing and Super- 
vising new agencies. Prefer a man 
acquainted or residing in Ohio. Sub- 
stantial salary, liberal overwriting 
and expenses. Replies held in strict 
confidence. Send complete résumé 
to Box F-5, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








AGENCY ASSISTANT 


Here is an unusual opportunity for a Life man, 
25 to 35, interested in training-creative-promo- 
tional work . . . someone qualified for rapid 
advancement to a key home office agency de- 
partment position with one of America's largest 
and fastest growing Life insurance companies. 
Home office, Chicago. Salary open. Send ré- 
sumé in confidence to Box E-79, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., Chi- 
cago 4, Ill. 








INSURANCE EXPERIENCE 
HOME OFFICE IN OHIO 


Requires Life, Accident, Sickness, Home Office 
experience, particularly Sales Management and 
Training; ability to establish entirely new or- 
ganization and direct its operations. College 
education preferred. Age 30-45. Replies con- 
fidential. Reply Box E-74, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 
4, IIlinois. 











SECRETARY-TREASURER 


We need Secretary-Treasurer. Accounting 
background is a must. Will have respon- 
sibility for complete internal operation of 
home office in small company located in 
southwestern capital city. Excellent oppor- 
tunity for person to have permanent posi- 
tion in an aggressive company. Write in 
confidence giving plete résumé. Box 
E-97, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 
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Another factor, of course, is thy 
one staff member may give a story 
more space than another would giy 
the same item, in spite of the paper; 
general editorial standards on spaq 
allotment. And even the same edity 
may vary in the space he gives a ce. 
tain type of story, without hayj 
much reason for the variation except 
that editing is not done with a mir. 
meter. 

But if your releases consistently 
seem to be getting less space thay 
they should, don’t be diffident aboy 
asking why. Maybe you're sending per. 
sonality sketches to a paper that con. 
centrates mainly on spot news, 0; 
maybe you’re sending the right king 
of material but the editor cuts it ‘way 
down in favor of stories he thinks his 
readers will be more interested in 
Or two companies may bring out the 
same kind of new policy at the same 
time but if the editor is on the job he 
will give far less play to the one js. 
sued by the company that is only a 
small factor in the market than he 
will to that of a company that js 
among the top competitors in th 
field. 


May Be Of Limited Interest 


You may find that what seemed like 
a hot news story to you is of extreme. 
ly limited interest to the general mn 
of life insurance readers—so much 
that when you stop to think about it 
you’d realize that you’d criticize a pa 
per that gave much space to such a 
story about some other company. 

Incidentally, when you seem to 
have worked out a pretty successful 
basis for getting releases run in a pa- 
per and then for no apparent reason 
a story is omitted or cut to a filler 
item, don’t delay in seeking the rea- 
son. Often the home office PR man 
doesn’t want to seem picky, so he lets 
the first short-changing incident g0 
by, and maybe things come back to 
normal. But fairly often they don’t. It 
happens again and he begins to think 
the paper is part of a conspiracy 
against his company. And if it happens 
a third time—and it has, more than 
once, I regret to say—the PR man is 
convinced that the editor has it in for 
him and his company. 
Assumption Is Wrong 


This is never so, but it may take a 
long time to re-establish diplomatic 
relations. By far the best plan is to 
check with the editor the first time it 
happens. Chances are that the condi- 
tions, such as_ inexperienced staff 
members or weeks of unusually tight 
space situations, are still prevailing 





and will cause the same kind of mis-| 
hap if not guarded against. 

At the same time, if your company 
occasionally seems to be less favor- | 
ably treated than another in the mat- 
ter of space, remember that things will 
usually average out over the yeal. 
And after all, you know about your 
company’s releases that didn’t get used 
but usually you don’t know how 
many of your competitors’ stories were 
squeezed out by space shortages. 

The next installment will tell how 
to prepare news releases to make 
them easy to use and hence more” 
likely to be used by insurance papers. 


General American Adopts CAP — 


Career analysis procedure, 4 wee 
method for measuring management i 
potential, has been adopted by Genef- 
al American Life. The procedure was” 
introduced by LIAMA, and General” 
American will use it principally ™ 
estimating the potentials of agents 
with the company 18 and 24 months 
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LIFE INSURANCE EDITION 


Must Amend For Fairness, Public Interest 


(CONTINUED FROM PAGE 2) 


ers,’ i.e., adjustment of the price of 
insurance to policyholders, were $305.7 
million. This made our actual gain 
from operations $82.3 million. 
“However, the present bill says that 
we cannot take full credit for the 
$305.7 million in price adjustments 
distributed, but can take credit only 
for that amount which will make the 
final result of the computation in 
phase 2 equal to the final result of 
the computation in phase 1. This pro- 
duces a remarkable situation: The 
Prudential’s actual operating gain aft- 
ter adjustments in 1958 was $82.3 
million, but we must report that our 
operating gain was $130.7 million in 
order to make the figures come out 
‘right’; and we must write off and 
forget the disallowed $48.4 million. 


Excise Tax On Investments 


“This means that the Prudential, 
along with most other mutual compa- 
nies, is right back paying an excise 
tax on income from investments. Un- 
der the new bill, the Prudential in 
1958 will pay over 90% of its actual 
gains from operations in federal in- 
come tax. That is far in excess of the 
52% being paid by all other corpora- 
tions—including all stock life insur- 
ance companies, which never will have 
to pay more than 52%. 

“The reason we are paying 90%, 
rather than 52%, is because we are 
paying the full tax on the disallowed 
$48.4 million which we are, by con- 
tract, required to return to policyhold- 
ers. In effect, the present bill ac- 
knowledges that some of the adjust- 
ments are proper adjustments, but 
that the rest are something else, and 
that this something else, whatever it 
is, is taxable. 

“This situation should be corrected. 
It is suggested that the bill be amend- 
ed to give at least 50% credit to any 
negative in phase 2.” 


Pension Amendments Needed 


Presenting his views on the need 
for amendments dealing with pension 
funds, Mr. Shanks said that the bill 
does not provide for the elimination 
of capital gains taxes on insured pen- 
sion funds, while the application of 
the formula in phase 2 of the bill 
would automatically reinstate 50% of 
the pension fund taxes eliminated in 
phase 1. 

“There is now no provision in phase 
2 for eliminating from ‘gains from op- 
erations’ the gains attributable to pen- 
sion funds,” he stated. “Any company 
with a positive gain in phase 2 pays 
taxes on 50% of this gain. This means 
that pension fund gains included in 
phase 2 will be taxed to the extent of 
50%. Moreover, in the fourth phase 
of the present bill, all capital gains 
will be taxed to the extent of 25%. 
“The end result of this is to again 
impose a substantial tax on insured 
funds which is not imposed at all on 
trusteed funds—and which the House 
committee indicated in its report, pri- 
marily in the interests of small busi- 
hess, should not be done.” 


Group Insurance Reserves 


_ Discussing the deduction for group 
isurance reserves under the House 
bill, Mr. Shanks said that in most 
cases the deduction becomes inopera- 
tive as a result of phase 2 of the tax 
formula. 
“It is unlikely that any of the mu- 
1 companies will get this deduction 
under the present bill, since it will be 
disallowed as a result of the way phase 
2 will generally work out,” he said. 


“In many cases, the stock companies 
also will not get this credit. The need 
for this deduction still exists even if 
phase 2 is negative, and therefore it 
should be permitted without limita- 
tion.” 

Mr. Shanks told the Senate commit- 
tee that in the absence of such amend- 
ments as the four he suggested, “sev- 
eral undesirable repercussions of far- 
reaching social and economic signifi- 
cance” would be felt. 


Would Discourage Savers 


“The first result,” he stated, “will 
be an acceleration in the trend away 
from those life insurance services that 
involve savings features. This will 
happen because the end result of ex- 
cessive taxation of savings held by 
life insurance companies—as _ con- 
trasted with other institutions who 
hold savings—is to eliminate those life 
insurance savings. This will not only 
tend to eliminate one important in- 
centive for individuals to save but 
will greatly curtail the usefulness of 
life insurance organizations as impor- 
tant sources of investment capital. 

“It may be that other equally effi- 
cient sources of capital investment 
would develop—but there is no assur- 
ance of it. And if other sources de- 
veloped, would they have the efficien- 
cy and the social responsibility that 
today characterizes the major insur- 
ance companies? The Prudential, for 
example, follows an established policy 
of giving preferential treatment to the 
smaller and medium-sized borrowers 
in industry, who need help. 

Is Tops In Mortgages 

“The Prudential holds more farm 
and home mortgages than any other 
institution in the world—and this has 
a demonstrated importance because 
during the depression, the long-range 
nature of the life insurance business 
made it possible to arrange practical 
ways to avoid and minimize the effects 
of foreclosures. In the end, policy- 
holder funds were not lost on this 
but it was possible only because of the 
nature of the life insurance business. 

“In a mutual company, any increase 
in taxes must be paid by the policy- 
holders. The latest estimate of the rev- 
enue produced by this bill if unamend- 
ed is $563 million. If such a tax in 
addition to the state premium taxes of 
over $300 million be assessed, the re- 
sult will, in my opinion, be a substan- 
tial curtailment in the growth and use- 
fulness of life insurance. I doubt that 
this would be a desirable consequence 
either from the standpoint of the gov- 
ernment or the people.” 


New York Life Has New 


Limited Payment Policy 

New York Life has introduced the 
Assured Protector, a $10,000 minimum 
policy with two optional privileges, 
designed as a companion to the $10,- 
000 minimum whole life and Assured 
Accumulator policies. Issued to age 
55, the new policy is basically a 
limited payment life policy with 
premiums payable to age 65. 

On the fifth anniversary of the pol- 
icy, or on the insured’s 25th birthday, 
whichever is later, the owner may 
convert to a retirement endowment 
plan to provide income beginning at 
age 65. No payment is required in 
connection with this change, but an 
increased premium is payable there- 
after. 

Alternatively, within 31 days of the 
policy anniversary at which insured 


is 65 years old, he may purchase a 
single premium life annuity at 
premium rate of 2% less than New 
York Life’s regular rates at that time. 
This may be done even though the 
original Assured Protector policy is 
continued in force as fully paid-up 
life insurance. 


Propose Md. Code Revision 

A resolution has been introduced in 
Maryland calling for complete revision 
of the state insurance code. The reso- 
lution would set up a commission of 
seven to 12 members representing all 
types of insurers and the legislature 
to study the laws with the objective of 
bringing them up to date. The commis- 
sion’s recommendations would go to the 
legislative council by Oct. 1, 1960, and 
to the assembly in 1961. : 


Returns To Wash. Department 
Jerome G. Bradley has returned to 
the Washington department as chief 
examiner after over a year with Mil- 
liman & Robertson, Seattle actuaries. 
He has been with the department 20 
years and before that was in the ac- 
tuarial and underwriting departments 
of Northern Life of Seattle for 11 years. 
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Insurers On March 16 
Must Pay 25% Of 
1942-Formula Levy 


WASHINGTON—Though the Treas- 
ury has deferred the life company tax 
deadline under the pending law until 
June 15, the companies are required to 
pay on March 16 one-quarter of the 
amount that would be called for under 
the 1942 law. Since the stop-gap law 
has expired and HR 4245 has not been 
enacted, the 1942 law automatically be- 
comes applicable. 

If the amount paid is less than 25% 
of what the 1942 law would call for, the 
usual 6% deficiency charge applies un- 
til the deficiency is made up. However, 
no matter how far the amount paid 
might fall short of 25% of the eventu- 
ally enacted tax law there would be no 
penalty, although of course by the June 
15 deadline the companies would have 
to have paid in half the amount due. 

The Treasury states that insurers 
should obtain an automatic extension 
of time for filing their federal income 
tax for 1958 by filing form 7004 on or 
before March 16, “accompanied by the 
proper remittance” as described above. 





No. 3 in an enlightening series of 12 Broker-Type personalities. 
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—check with ANICO. 


ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 
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OVER FOUR AND ONE THIRD BILLIONS OF INSURANCE IN FORCE 











Short-Fingered Nailbiter 


Too late now. He could have used those hands to write ANICO’s 
complete line of competitive plans. Why don’t you stop worrying 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 


= AMERICAN NATIONAL 
INSURANCE CoO. 








GALVESTON, TEXAS 








HteNATIONAL UNDERWRITER 
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full confidence to: 


Exceptional 


GROUP SALES OPPORTUNITY 
in Shreveport, Louisiana 


If you have at least three years of successful group sales 
experience, and are age 35 or under, you will find this 
managerial and sales opportunity well worth investigating. 


The opportunity is with the Provident Life and Accident 
Insurance Company in an established group insurance 
office in the growing business and industrial city of Shreve- 
port. Provident is one of the nation’s oldest and largest 
multiple-line organizations. A group insurance pioneer, 
the company ranks among the nation’s leaders in both 
group business volume and group experience. 


The man who fills this position should be a college grad- 
uate. He will begin his new job with a good salary and the 
assurance of future increases based on accomplishments. 
He will have a company car, good working conditions, and 
the same excellent retirement plan and employee benefits 
available to the home office staff. 


If your qualifications fit the job and your ambitions include 
personal growth, we would like to talk with you. Write in 


Edward L. Mitchell, Vice President 


PROVIDENT LIFE AND ACCIDENT INSURANCE COMPANY 
CHATTANOOGA, TENNESSEE 








MANAGER 
STATISTICAL DEPARTMENT 


A Health Insurance Group in a met- 
ropolitan city on the Eastern sea- 
board is looking for a person with 
managerial experience and a back- 
ground in mathematics, statistics 
and economic research, preferably 
an acquaintance with use of eiec- 
tronic computers in statistical work. 

Salary commensurate with back- 
ground. Prefer age 30 or over. Send 
detailed résumés including past 
earnings. Write Box NY-6, c/o The 
National Underwriter Co., Adv. 
Dept., 17 John St., New York 38, 
N.Y. 


AGENCY DIRECTOR 


Prefer a man with special policy back- 
ground. He is now or has been a top per- 
sonal producer and is now a General 
Agent or number two Agency man in a 
Home Office. He will have complete 
charge of our present one-state agency 
organization and will spearhead our im- 
mediate expansion into other states. Com- 
pany is three years old with Home Office 
located in a Southwestern capital city. We 
have good capital structure with more than 
1,700 stockholders and one of the strongest 
Board of Directors in the industry. This is 
one of the top positions in the business and 
it offers a wonderful opportunity for the 
right man. All replies treated in absolute 
confidence. Direct complete résumé to Box 
F-10, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








GROUP LIFE POSITION 


Excellent opportunity for a young man 
with a minimum of two years experience 
in group contract design and preparation. 
Some experience with trust indentures and 
claim administration helpful but not essen- 
tial. Legal education desirable but not re- 
quired. Position available b of the 
recent entry by a progressive medium sized 
mid-western company into the group and 
pension trust field. Send complete résumé 
and salary expected to Box F-2, c/o The 
National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








PIPER COMANCHE SALESMAN 


We desire a successful insurance agent with 
flying ability. Prefer a pilot with World War II 
experience. Remuneration can be either on a 
commissioned or salaried basis. Please contact 
by phone or send résumé to: Ivyl Kenning, 
Mountain States Aviation Hangar 2, Stapleton 
Field, Denver, Colorado. 














REGIONAL DIRECTOR 
OF AGENCIES 


will do a good job of both building and super- 
vising. Few men have my qualifications. Prefer 
field residence in Midwest area. Write Box F-7, 
c/o The National Underwriter Co., 175 W. 


Jackson Blvd., Chicago 4, Ill. 
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Insurance-Paper Publicity Furthers PR Aims 
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staff member is trying hard to assess 
correctly the news value of every 
piece of material he receives. But 
there are often considerations that 
make it seem that the editor is erratic 
or even downright whimsical in his 
news judgments. 


Available Space A Factor 


One such consideration is available 
space. In most papers this is heavily 
influenced by the ratio of paid adver- 
tising to the total content of the issue. 
This is known as the “ad ratio.” Each 
publisher knows there is a percentage 
below which the ad ratio had better 
not drop or his costs shoot up and 
his earnings plunge. The ratio can go 
below this point for a few issues but 
the below-par ratios have to be made 
up with above-par ratios or he winds 
up the year having earned so small 
a profit that he is, in effect, acting as 
a collection agency for the printer. 

So if you wonder why one news 
release got brief treatment while an- 
other that was no better got liberal 
space in another issue, it could well 
be that the difference was solely due 
to the amount of space that was avail- 
able for the news that the editor 
thought should be run. 





Home Office 
REGIONAL SUPERINTENDENT 


Well established midwest Life Com- 
pany entering expansion program, 
now interviewing men capable of 
Recruiting, Developing and Super- 
vising new agencies. Prefer a man 
acquainted or residing in Ohio. Sub- 
stantial salary, liberal overwriting 
and expenses. Replies held in strict 
confidence. Send complete résumé 
to Box F-5, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








AGENCY ASSISTANT 


Here is an unusual opportunity for a Life man, 
25 to 35, interested in training-creative-promo- 
tional work . . . someone qualified for rapid 
advancement to a key home office agency de- 
partment position with one of America's largest 
and fastest growing Life insurance companies. 
Home office, Chicago. Salary open. Send ré- 
sumé in confidence to Box E-79, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








INSURANCE EXPERIENCE 
HOME OFFICE IN OHIO 


Requires Life, Accident, Sickness, Home Office 
experience, particularly Sales Management and 
Training; ability to establish entirely new or- 
ganization and direct its operations. College 
education preferred. Age 30-45. Replies con- 
fidential. Reply Box E-74, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 
4, Ilinois. 











SECRETARY-TREASURER 


We need Secretary-Treasurer. Accounting 
background is a must. Will have respon- 
sibility for complete internal operation of 
home office in small company located in 
southwestern capital city. Excellent oppor- 
tunity for person to have permanent posi- 
tion in an aggressive company. Write in 
confidence giving complete résumé. Box 
E-97, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











Another factor, of course, is tha 
one staff member may give a sg 
more space than another would giye 
the same item, in spite of the Paper's 
general editorial standards on page 
allotment. And even the same editg, 
may vary in the space he gives a cep. 
tain type of story, without hayj 
much reason for the variation eXcept 
that editing is not done with a micro. 
meter. 

But if your releases consistently 
seem to be getting less space than 
they should, don’t be diffident abou 
asking why. Maybe you’re sending per. 
sonality sketches to a paper that con. 
centrates mainly on spot news, Qr 
maybe you’re sending the right king 
of material but the editor cuts it ‘way 
down in favor of stories he thinks his 
readers will be more interested jp, 
Or two companies may bring out the 
same kind of new policy at the same 
time but if the editor is on the job he 
will give far less play to the one is. 
sued by the company that is only a 
small factor in the market than he 
will to that of a company that is 
among the top competitors in the 
field. 


May Be Of Limited Interest 


You may find that what seemed like 
a hot news story to you is of extreme- 
ly limited interest to the general run 
of life insurance readers—so much s0 
that when you stop to think about it 
you’d realize that you’d criticize a pa- 
per that gave much space to such a 
story about some other company. 

Incidentally, when you _ seem to 
have worked out a pretty successful 
basis for getting releases run in a pa- 
per and then for no apparent reason 
a story is omitted or cut to a filler 
item, don’t delay in seeking the rea- 
son. Often the home office PR man 
doesn’t want to seem picky, so he lets 
the first short-changing incident go 
by, and maybe things come back to 
normal. But fairly often they don’t. It 
happens again and he begins to think 
the paper is part of a conspiracy 
against his company. And if it happens 
a third time—and it has, more than 
once, I regret to say—the PR man is 
convinced that the editor has it in for 
him and his company. 

Assumption Is Wrong 

This is never so, but it may take a 
long time to re-establish diplomatic 
relations. By far the best plan is to 
check with the editor the first time it 
happens. Chances are that the condi- 
tions, such as_ inexperienced staff 
members or weeks of unusually tight 
space situations, are still prevailing 
and will cause the same kind of mis- 
hap if not guarded against. 

At the same time, if your company 
occasionally seems to be less favor- 
ably treated than another in the mat- 
ter of space, remember that things will 
usually average out over the year. 
And after all, you know about your 
company’s releases that didn’t get used 
but usually you don’t know how 
many of your competitors’ stories were 
squeezed out by space shortages. 

The next installment will tell how 
to prepare news releases to make 
them easy to use and hence more 


likely to be used by insurance papers. | 


General American Adopts CAP 
Career analysis procedure, a new 
method for measuring management 
potential, has been adopted by Gener- 
al American Life. The procedure was 


introduced by LIAMA, and General” 


American will use it principally ™ 
estimating the potentials of agents 
with the company 18 and 24 months. 
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LIFE INSURANCE EDITION 


Must Amend For Fairness, Public Interest 


(CONTINUED FROM PAGE 2) 


ers,’ i.e., adjustment of the price of 
insurance to policyholders, were $305.7 
million. This made our actual gain 
from operations $82.3 million. 
“However, the present bill says that 
we cannot take full credit for the 
$305.7 million in price adjustments 
distributed, but can take credit only 
for that amount which will make the 
final result of the computation in 
phase 2 equal to the final result of 
the computation in phase 1. This pro- 
duces a remarkable situation: The 
Prudential’s actual operating gain aft- 
ter adjustments in 1958 was $82.3 
million, but we must report that our 
operating gain was $130.7 million in 
order to make the figures come out 
‘right’; and we must write off and 
forget the disallowed $48.4 million. 


Excise Tax On Investments 

“This means that the Prudential, 
along with most other mutual compa- 
nies, is right back paying an excise 
tax on income from investments. Un- 
der the new bill, the Prudential in 
1958 will pay over 90% of its actual 
gains from operations in federal in- 
come tax. That is far in excess of the 
52% being paid by all other corpora- 
tions—including all stock life insur- 
ance companies, which never will have 
to pay more than 52%. 

“The reason we are paying 90%, 
rather than 52%, is because we are 
paying the full tax on the disallowed 
$48.4 million which we are, by con- 
tract, required to return to policyhold- 
ers. In effect, the present bill ac- 
knowledges that some of the adjust- 
ments are proper adjustments, but 
that the rest are something else, and 
that this something else, whatever it 
is, is taxable. 

“This situation should be corrected. 
It is suggested that the bill be amend- 
ed to give at least 50% credit to any 
negative in phase 2.” 


Pension Amendments Needed 


Presenting his views on the need 
for amendments dealing with pension 
funds, Mr. Shanks said that the bill 
does not provide for the elimination 
of capital gains taxes on insured pen- 
sion funds, while the application of 
the formula in phase 2 of the bill 
would automatically reinstate 50% of 
the pension fund taxes eliminated in 
phase 1. 

“There is now no provision in phase 

2 for eliminating from ‘gains from op- 
erations’ the gains attributable to pen- 
sion funds,” he stated. “Any company 
with a positive gain in phase 2 pays 
taxes on 50% of this gain. This means 
that pension fund gains included in 
phase 2 will be taxed to the extent of 
50%. Moreover, in the fourth phase 
of the present bill, all capital gains 
will be taxed to the extent of 25%. 
‘ “The end result of this is to again 
Impose a substantial tax on insured 
funds which is not imposed at all on 
trusteed funds—and which the House 
committee indicated in its report, pri- 
marily in the interests of small busi- 
hess, should not be done.” 


Group Insurance Reserves 


Discussing the deduction for group 
Isurance reserves under the House 
bill, Mr. Shanks said that in most 
cases the deduction becomes inopera- 
tive as a result of phase 2 of the tax 
formula. 
“It is unlikely that any of the mu- 
companies will get this deduction 
under the present bill, since it will be 
disallowed as a result of the way phase 
2 will generally work out,” he said. 


“In many cases, the stock companies 
also will not get this credit. The need 
for this deduction still exists even if 
phase 2 is negative, and therefore it 
should be permitted without limita- 
tion.” 

Mr. Shanks told the Senate commit- 
tee that in the absence of such amend- 
ments as the four he suggested, “sev- 
eral undesirable repercussions of far- 
reaching social and economic signifi- 
cance” would be felt. 


Would Discourage Savers 

“The first result,’ he stated, “will 
be an acceleration in the trend away 
from those life insurance services that 
involve savings features. This will 
happen because the end result of ex- 
cessive taxation of savings held by 
life insurance companies—as_ con- 
trasted with other institutions who 
hold savings—is to eliminate those life 
insurance savings. This will not only 
tend to eliminate one important in- 
centive for individuals to save but 
will greatly curtail the usefulness of 
life insurance organizations as impor- 
tant sources of investment capital. 

“It may be that other equally effi- 
cient sources of capital investment 
would develop—but there is no assur- 
ance of it. And if other sources de- 
veloped, would they have the efficien- 
cy and the social responsibility that 
today characterizes the major insur- 
ance companies? The Prudential, for 
example, follows an established policy 
of giving preferential treatment to the 
smaller and medium-sized borrowers 
in industry, who need help. 
Is Tops In Mortgages 

“The Prudential holds more farm 
and home mortgages than any other 
institution in the world—and this has 
a demonstrated importance because 
during the depression, the long-range 
nature of the life insurance business 
made it possible to arrange practical 
ways to avoid and minimize the effects 
of foreclosures. In the end, policy- 
holder funds were not lost on this 
but it was possible only because of the 
nature of the life insurance business. 

“In a mutual company, any increase 
in taxes must be paid by the policy- 
holders. The latest estimate of the rev- 
enue produced by this bill if unamend- 
ed is $563 million. If such a tax in 
addition to the state premium taxes of 
over $300 million be assessed, the re- 
sult will, in my opinion, be a substan- 
tial curtailment in the growth and use- 
fulness of life insurance. I doubt that 
this would be a desirable consequence 
either from the standpoint of the gov- 
ernment or the people.” 


New York Life Has New 


Limited Payment Policy 

New York Life has introduced the 
Assured Protector, a $10,000 minimum 
policy with two optional privileges, 
designed as a companion to the $10,- 
000 minimum whole life and Assured 
Accumulator policies. Issued to age 
55, the new policy is basically a 
limited payment life policy with 
premiums payable to age 65. 

On the fifth anniversary of the pol- 
icy, or on the insured’s 25th birthday, 
whichever is later, the owner may 
convert to a retirement endowment 
plan to provide income beginning at 
age 65. No payment is required in 
connection with this change, but an 
increased premium is payable there- 
after. 

Alternatively, within 31 days of the 
policy anniversary at which insured 


is 65 years old, he may purchase a 
single premium life annuity at a 
premium rate of 2% less than New 
York Life’s regular rates at that time. 
This may be done even though the 
original Assured Protector policy is 
continued in force as fully paid-up 
life insurance. 


Propose Md. Code Revision 

A resolution has been introduced in 
Maryland calling for complete revision 
of the state insurance code. The reso- 
lution would set up a commission of 
seven to 12 members representing all 
types of insurers and the legislature 
to study the laws with the objective of 
bringing them up to date. The commis- 
sion’s recommendations would go to the 
legislative council by Oct. 1, 1960, and 
to the assembly in 1961. ‘ 


Returns To Wash. Department 
Jerome G. Bradley has returned to 
the Washington department as chief 
examiner after over a year with Mil- 
liman & Robertson, Seattle actuaries. 
He has been with the department 20 
years and before that was in the ac- 
tuarial and underwriting departments 
of Northern Life of Seattle for 11 years. 
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Insurers On March 16 
Must Pay 25% Of 
1942-Formula Levy 


WASHINGTON—Though the Treas- 
ury has deferred the life company tax 
deadline under the pending law until 
June 15, the companies are required to 
pay on March 16 one-quarter of the 
amount that would be called for under 
the 1942 law. Since the stop-gap law 
has expired and HR 4245 has not been 
enacted, the 1942 law automatically be- 
comes applicable. 

If the amount paid is less than 25% 
of what the 1942 law would call for, the 
usual 6% deficiency charge applies un- 
til the deficiency is made up. However, 
no matter how far the amount paid 
might fall short of 25% of the eventu- 
ally enacted tax law there would be no 
penalty, although of course by the June 
15 deadline the companies would have 
to have paid in half the amount due. 

The Treasury states that insurers 
should obtain an automatic extension 
of time for filing their federal income 
tax for 1958 by filing form 7004 on or 
before March 16, “accompanied by the 
proper remittance” as described above. 





No. 3 in an enlightening series 


of 12 Broker-Type personalities. 
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—check with ANICO. 
ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A& H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 

















OVER FOUR AND ONE THIRD BILLIONS OF INSURANCE IN FORCE 
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Short-Fingered Nailbiter 


Too late now. He could have used those hands to write ANICO’s 
complete line of competitive plans. Why don’t you stop worrying 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 


INSURANCE Co. 


GALVESTON, TEXAS 

















A BILLION IN 


PROTECTION 





HeNATIONAL UNDERWRITER 


\ 


FOR LIBERTY LIFE 
POLICYOWNERS 


Liberty Life is now providing a billion dollars in life insur- 
ance protection for individuals, families and businesses 


throughout the Southeast. 


This striking evidence of strong public confidence and 
progressive management is added proof that the Liberty Life 


representative has greater opportunities for service and 


advancement today than ever before in our 54-year history. 


LIBERTY LIFE 


INSURANCE COMPANY 


Home Office: 
Greenville, South Carolina 














ACTUARIES 











Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 





Haight, Davis & Haight, Inc. 


Consulting Actuaries 





2801 North Meridian St. 
Indianapolis 8, Ind. 


5002 Dodge St. 
Omaha 32, Neb. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 
Bourse Building 
Phila. 6, Penna 


Consulting Actuaries 
Accountants 











COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
JAckson 3-7771 


Atlanta 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 


Susie Shun & ci. 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 








Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa Rittenhouse 6-7014 











HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 





10 South La Salle Street 
Chicago 3, Illinois 
FRanklin 2-4020 








Cooley Wins Life 
Assn. News Award 


Harold P. Cooley, who retired as 
general agent of New England Life 
at Boston in 1957, has won the E. J. 
Clark Award of Life Association News, 
the monthly magazine of NALU. The 
award is given annually for the ar- 
ticle judged the most significant orig- 
inal contribution to the magazine dur- 
ing the year and is presented in 
memory of Ernest J. Clark, former 
president of NALU and founder of 
the magazine. 

Mr. Cooley’s article, “Is the Medi- 
ocre Agent Finished?” is an argument 
against the often repeated contention 
that the demise of the average life 
agent is imminent. 

Mr. Cooley entered the life business 
with New England Life in 1926, later 
serving that company and Equitable 
of Iowa as agent and general agent. 


Devises Readily Usable 
Life And A&S Sales Tool 


A simple printed form to aid the life 
agent or the producer of property 
insurance to get into life production 
quickly and inexpensively has been 
produced by the Massomatic Program- 
mer. 

With the form, an extremely short 
training period, perhaps one day, is 
required for the agent to get into 
production. It can be used for one call 
or two call selling, depending on com- 
pany policy and the agent’s method of 
operation. 

A complete sales talk is included on 
the face of the form, which the agent 
or broker may read to his prospect 
while pointing out the sentences with 
his pencil. If the broker wants to use 
his own sales talk, an alternate blank 
containing the same sliding device is 
available. 

The presentation takes little time 
compared with some present day pro- 
gramming procedures. However, since 
the sales approach is on a needs basis 
with monthly income emphasized in a 
non-technical way, use of the form is 
aimed at producing a larger average 
size sale. 

A&S may be included. Social secur- 
ity benefits are listed for ready refer- 
ence. 

The form, which can be easily 
integrated with any present marketing 
plan, is available from Massomatic 
Programmer, P. O. Box 230, Millburn, 
N. J. 


Fred L. Caplan Appointed 
LOMA Editorial Assistant 


LOMA has appointed Fred L. Cap- 
lan to the newly created post of edi- 
torial assistant. He will assist the re- 
search and planning staff in the prep- 
aration of publications. 

Mr. Caplan, former editor-in-chief 
of the publications department of Au- 
tomation Consultants Inc., has also 
been associate editor of Automatic 
Data Processing Service, published by 
John Diebold & Associates, manage- 
ment consultants. 

European Insurance Executives 
Tour Prudential Home Office 

Sixteen European insurance execu- 
tives—15 from France and one from 
Belgium—visited Prudential’s home of- 
fice. In this country to study Ameri- 
can life insurance, they lunched with 
company officials, toured departments 
and inspected Prudential’s electronic 
computers. The visitors arrived in the 
U. S. on March 1, and after tours of 
other eastern companies will visit 
Montreal. 
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Liberty Life Names 
Several To New Posis 


Liberty Life has made several ex. 
ecutive level promotions. 

B. Calhoun Hipp, former adminis. 
trative vice-president, becomes jp. 
vestment vice-president in charge of 
the investment division. 

John V. Blalock is appointed assist. 
ant vice-president of advertising ang 
public relations and will continue ag 
manager of that department. 

John R. Folsom, assistant treasurer 
for mortgage loans, is elected assistant 
vice-president in charge of the mort. 
gage loan department. 

W. E. Lay Jr. heads the adminis. 
trative division as assistant vice-pres. 
ident and as manager of the personne] 
department. 

Frank D. Hunt, former associate dj. 
rector of the savings and loan insyr- 
ance department, succeeds Justin & 
Langille, who has retired as director 
of the department. John W. Davis Jr. 
has been named assistant director, 


A. E. Haskell becomes director of ‘ 


the individual A&S insurance depart- 
ment which will soon begin opera- 
tions. Assistant director is R. M. Mc- 
Dermott. 

Also named to new posts are J. J, 
Gilstrap as assistant agency secretary: 
T. C. O’Donnell as cashier and assist- 
ant treasurer; Harry M. Thompson as 
assistant treasurer, real estate de- 
partment, and W. R. Ellis as assistant 
secretary. 


31 Leading Producers Of 
Phoenix Mutual Life Meet 


Phoenix Mutual Life held a three- 
day meeting of its 31 top agents, all 
members of the Million Dollar Club, 
at Sturbridge Village, Mass. 

Meeting sessions included discus- 
sions on business trends, market de- 
velopment and advanced sales. Mem- 
bers of the home office staff taking 
part in the program included Benja- 
min L. Holland, president; Lyndes B, 
Stone, executive vice-president; Her- 
bert C. Skiff, vice-president; C. Rus- 
sell Noyes, secretary and advertising 
manager; Kenneth P. Dowd, educa- 
tional director, and C. Merritt Lane, 
assistant counsel. 


Life And A&S Reinsurer 


Formed At Indianapolis 


First National Re has been formed 
at Indianapolis to reinsure life and 
A&S. The officers—C. J. Underwood, 
president; J. W. Greig, secretary; and 
Leroy H. King, treasurer—are also 
executives of Wabash Life. 

The initial offering of 1 million 
shares of par $1 stock will be offered 
at $3 per share. 


| Service Guide «| 











ACTUARIAL COMPUTING 
SERVICE, INC. 
1389 Peachtree Street. 
s N.E., Atlanta 8, Georgia. 
al P.O. Box 6192. Telephone 
TRinity 5-6727. 











CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


30 N. LaSalle St. 
Financial 6-9792 


Chicago 2, Ill. 
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Wants Tax Bill To 
Give Fairer Break 
To Policy Dividend 


WASHINGTON—A more equitable 
means of treating dividends to policy- 
holders as an 
income tax deduc- 
tion for life com- 
panies under pend- 
ing tax legislation 
was proposed by 
Richard C. Guest, 
vice-president of 
Massachusetts Mu- 
tual. In testimony 
before the Senate 
finance committee, - 
Mr. Guest said he stihaeail ais 
favors enactment : 
of the House-passed bill with few 
changes, and those largely in detail. He 
termed the proposed legislation “a fine 
approach to a very difficult problem 
in design and draftsmanship.” 

Mr. Guest suggested amendment of 
the provision of the bill now calling 
for a taxation of 50% of the excess of 
operating gains over taxable invest- 
ment income regardless of the amount 
of dividends paid to policyholders. His 
measure would provide a correspond- 
ing tax deduction of 50% of any 
amount by which the operating gains 
of the life insurance companies fall 
short of the taxable investment in- 
come. 

“In either case, dividends would be 
fully deductible,” he said. 





Proposed Amendment 


In explaining the proposed ament- 
ment, Mr. Guest stated that “in the 
bill, dividends to policyholders are 
deductible so long as the gains from 
operations exceed the taxable invest- 
ment income. On the other hand, when 
the total gains are less than the tax- 
able investment income they are not 
deductible. 

“This non-deductibility in the second 
instance has an undesirable and unfair 
result. It virtually prevents the de- 
ductibility of operating losses, however 
heavy, from the taxable income of 
mutuals. This discrimination against 
mutuals should be eliminated.” 

Mr. Guest pointed out that the 
amendment would provide a reason- 
able tax deduction of extraordinarily 
heavy losses not alone for the mutuals, 
but also for stock companies issuing 
participating policies. 


Recognized By 35 States 


Policyholders’ dividends represent a 
return of premium over-payments and 
not profits, and have been recognized 
as such by the courts, the state legis- 
latures, and by Congress, the witness 
emphasized. He cited federal court 
decisions to this effect and stated: “In 
35 states policyholder dividends are 


. allowed as a deduction from gross 


Premiums in computing premium 


_ taxes, recognition of the fact that such 


dividends are a return of premium 
overpayments. Congress itself has 


made this same recognition by ex- 
| Pressly providing in the District of 


Columbia premium tax statute that all 
dividends are to be deducted in deter- 
mining the premiums to be subjected 
to tax.” 

; Also proposed by Mr. Guest was an 
inclusion in the amendment providing 
an allowance for small companies of 
an extra 50% deduction of any amount 
by which the gains from operations 
fall short of the taxable income up to 





LIFE INSURANCE EDITION 


an.amount not exceeding $50,000 of 
taxable income. This would in effect 
allow a deduction for 100% of the first 
$100,000 of shortages and 50% there- 
after. A five-year average “deduct” 
rate to apply to individual companies 
in place of the “deduct” rate now in 
the bill, which relies on an industry 
average rate, was also called for by 
Mr. Guest. He noted that the five-year 
rate would have the advantage of 
relating to the experience of each 
individual company, would provide a 
more equitable tax on policyholders’ 
savings, could not be manipulated and 
would not fluctuate. 


Capital Gains And Losses 


Pointing out that the time is too 
short for the Senate finance committee 
to give the important question of capi- 
tal gains and losses adequate consider- 
ation, Mr. Guest said: 

“We respectfully suggest that you 
put his matter on your agenda for 
early consideration. The life insurance 
business has an almost unique prob- 
lem in connection with the tax treat- 
ment of capital losses. Perhaps this 
could be better illustrated by an 
example. Let us assume that a life 
insurance company is paying federal 
income taxes at the rate of $10 million 
a year. Let us also assume that in an 
extreme period of economic crisis that 
the company experiences capital losses 
at the rate of $10 million per year for 
a period of five years. Obviously there 
is no possibility whatsoever that the 
company could experience capital 
gains during the various five year 
carryover periods sufficiently large to 
offset these staggering losses.” 


Indianapolis Underwriters 
Conduct Membership Drive 

A membership contest running to 
April 20 is being conducted by In- 
dianapolis Assn. of Life Underwriters. 
The prizes, free tickets to qualifica- 
tion heats of the 500-mile Indiana- 
polis Speedway race, will be awarded 
to new members and members re- 
sponsible for bringing them in. 


Ecker Says Power 
Of Inflation Waning 


(CONTINUED FROM PAGE 1) 
income and begin to retire, rather 
than expand, the national debt. Of 
course, provision must be made for 
national defense. However, if some of 
our other desires can be curtailed or 
deferred, a balanced budget can be 
achieved.” 

Metropolitan’s life insurance issued 
in 1958 totaled $7,887,000,000, exceeded 
only by that of 1957, when it was 
$8,579,000,000. The 1958 total com- 
prised $6,444,000,000 in individual in- 
surance and $1,443,000,000 in group. 

Life insurance in force at the year- 
end, up about 514%, was $84,224,- 
000,000, of which $51,965,000,000 ‘was 
individual and $32,259,000,000 group. 

More than 3 million persons were 
protected by group and_ individual 
A&S policies, and 6.7 million had 
various forms of hospital, surgical and 
medical expense coverage. 

Assets on Dec. 31 were $16,282,- 
000,000, up $746 million. Surplus was 
$860 million. Interest before federal 
income tax was 3.8%, as against 3.- 
75%. After provision for the increased 
federal tax under the House-passed 
bill, the 1958 return was cut from 
1957’s 3.46% to 3.32%. 

During 1958 Metropolitan put $1,- 
365,000,000 into new long term invest- 
ments at an average return, before 
federal income tax, of 4.74%. 


53% In Corporates 


The company has 53% of assets in 
corporate securities, 9% in U. S. and 
Canadian government bonds, 27% in 
city and farm mortgages and 3% in 
housing and other real estate. 

Mortality was “substantially the 
same” as 1957 but somewhat higher 
than 1956. In the last two years 
mortality has been adversely affected 
by the widespread prevalence of in- 
fluenza and other respiratory diseases. 

Mr. Ecker pointed out that the fall- 
ing off in new business was confined 
to the first part of the year. By the 
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Mutual Committee 
Urges Tax Changes 


_ (CONTINUED FROM PAGE 2) 
pension plan lines of business; (3) 
treat capital gains and losses allocated 
to pension plans the same as invest- 
ment income allocated to those lines of 
business; (4) exclude amounts al- 
locable to pension plans from the cal- 
culation of phase 2, dealing with gains 
from operations. 

4. Individual annuities, including 
supplementary contracts with life con- 
tingencies, should be given similar 
treatment to that accorded contracts 
under qualified pension plans. At pres- 
ent a life company must pay an in- 
come tax on its investment earnings 
on individual annuity business. In ad- 
dition, the annuitant generally is re- 
quired to pay income taxes as he re- 
ceives the annuity. There is thus a 
double application of taxes on invest- 
ment income earned for annuitants. 

“Such double taxation should be 
eliminated,” said Mr. Slater. ‘““Moreov- 
er, common fairness would seem to re- 
quire that a person who buys an in- 
dividual annuity should not be taxed 
more heavily than one who has an 
annuity under a qualified pension 
plan.” 

Mr. Slater said that if all four of 
these amendments were adopted, his 
committee estimated that the revenue 
under the amended bill would be $480 
million for 1958 business, which is only 
2.5% less than what the 1942 law 
would produce, but it would still be an 
increase of 64% over the amount ac- 
tually paid for 1957 and an increase 
of 50% over the amount that the stop- 
gap law would produce for 1958. 





fourth quarter new business was run- 
ning more than 10% ahead. 

Benefit payments, of which $501 
million was death claims, totaled $1,- 
591,000,000, up $78 million. Persons in 
the United States and Canada hav- 
ing some form of Metropolitan coverage 
numbered about 4114 million, up half 
a million. 
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agency of his own. 


Founded in 1878 Home Office 


© 
ind 
we're no fairy godmother, but... 


we think we’ve got something that will help you turn your 
present “pumpkin” into a “golden coach.” Look at these facts: 
1. We've got the top agency building contract for the man who wants to build 
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2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 


3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 


We have several excellent territories still available in the United States and Canada. 


If you’re interested in an agency of your own with an expanding organization, 
contact The Maccabees, a Life Insurance Society, 5057 Woodward Avenue, 
Detroit 2, Michigan. 


MACCABEES — a Lie Insurance Society 


Detroit 2, Michigan 












In total assets, which now exceed all 





7 present thlipetions to policyowners and other liabilities by more than $56 
million, Southwestern Life ranks in the top 3 per cent of the more than 


1300 life companies in the United States. 


A 27 per cent increase over 





the total issued i in an preceding year and the tenth consecutive year of 
record achievement in production by the Company’s agency organization. 





of $192 million during the year, more than the total accumulated during 


the first 22 years of the Company’s history. 


A record amount which increased 





to $296 vilion the total paid to policyowners and their dependents since 


the Company was organized in 1903. 


. These funds usefully employed 





in many individual, corporate and community enterprises contribute to 
the growth and development of the great region served by the Company. 





Ul 0 EAPAN t |, Four new branch offices opened 
and two states added naa service area which now includes Arizona, Arkansas, 
California, Colorado, Louisiana, New Mexico, Oklahoma and Texas. 


For additional information about Southwestern Life’s progress 
in 1958, please write for a copy of the 56th Annual Report. 





James Ralph Wood, President 


Southwestern Life 


Home Office, Dallas 


Southwestern Life 





REPORTS 


for the am year... 







December 31, 1958 


as filed with the Insurance Departments of the states of Arizona, Arkansas, 
California, Colorade, Louisiana, New Mexico, Oklahoma and Texas. 


ASSETS 


United States Government Bonds........ 
County and Municipal Bonds........... 













$ 42,625,453.22 
36,412,226.71 









Public Utility and Corporation Bonds.... 53,439,540.45 
First Mortgage Loans on Real Estate..... 207,746,270.40 
(Collatenal 1GGN6 06.05.55. 5's ctu ss 0b neces 10,988,663.30 
Home Office Building.................. 1,550,000.00 
Preferred Stocks ................. pies 9,301,981.10 
MR MRA PR IRANEM T 9, Niagsha.'o gs a arias $ alia o sao le eieionnc 9,416,392.00 
Other Common Stocks................. 19,931,735.28 
7” SpbbasaGrgec senate MU Rt oti Me RE pee AO Side 8,635,970.53 






Loans Against Cash Values of Policies.... 
Accrued Interest and 

Miscellaneous Assets................. 
Net Premiums to Complete Policy Years. . 
These are premiums either in process of collection 
or due to be paid during the current policy year. 
Proper offsetting liability is included in the policy 
reserves shown in this statement. 


TOTAL ASSETS ............... 


31,221,611.05 







2,726,954.52 
15,668,683.57 










$450,665,482.13 









$373,085,926.07 
3,376,365.45 
5,839,322.93 
11,981,191.50 


$394,282,805.95 


ONGY SCPSBEVOS 4. 0. psi oc yc secs be oc cee 
Premiums and Interest Paid in Advance... 
Reserve for Taxes and Other Liabilities. . 
Mandatory Securities Valuation Reserve. . 


TOTAL LIABILITIES 


SURPLUS FUNDS 


Reserve for Contingencies............... 

Capital Stock 

POUMPEDLUIS 2. 5 Sebi oe iy) onc ob ora ae togidvalens. Soars ae 

Total Capital and Surplus Funds. . 
TOTAL LIABILITIES 

AND SURPLUS FUNDS...... 











for protection 

of Policyowners 

$ 24,882,676.18 
7,500,000.00 
24,000,000.00 

$ 56,382,676.18 













$450,665,482.13 


Bonds and stocks in this statement are valued as prescribed by the National 
Association of Insurance Commissioners. 


INSURANCE 
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